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The scheduling of Senate finance 
committee hearings on the Keogh bill 
for Wednesday and Thursday of this 
week has intensified the concern 
among life insurance field men over 
what the Treasury’s. proposed sub- 
stitute for the bill would do to typical 
qualified pension plans—present and 
potential—of closely held corporations. 

The problem was discussed at the 
midyear meeting of NALU in March. 
Since then, it has become more evi- 
dent that the Treasury is trying to 
offset all it can of the $350 million a 
year revenue loss it expects from the 
Keogh bill by including in the bill 


some drastic restrictions on what 
owner-managers of closely held cor- 
porations can have in the way of tax 
exemption. 

Merril P. Arden, general agent of 
National Life of Vermont in New York 
City and president of Assn. of Ad- 
vanced Life Underwriters, has sent the 
following telegram to the Senate fi- 
nance committee chairman: 

“Urgently request that reconsidera- 
tion as noted below be given to your 
decision to hold hearings on May 
11-12 on that part of the Treasury al- 
ternative to H.R. 10 concerning limited 
benefits on pension plans covering 


Treasury Stand Stirs Concern For 
Individual-Policy Pension Trusts 


owner-managers of corporations. The 
Treasury proposal contains numerous 
ambiguities and changes from H.R. 10 
with respect to self-employed persons. 
Public would benefit from open hear- 
ings on the subject. 


Wants Hearing Expanded 


“In addition, the committee would 
receive thinking of interested parties. 
Request that hearings be expanded to 
include discussion of self-employed 
aspects of Treasury proposal. Less 
than a week available to prepare for 
committee hearings. Request that hear- 

‘(CONTINUED ON PAGE 16) 








Higher Loan Rates 
Bring Need To Keep 
Eye On Usury Laws 


The increase in mortgage interest 
rates in recent years has brought with 
it the necessity for life companies to 
watch more closely lest they unwit- 
tingly transgress usury statutes in 
a number of states, Christian H. Bon- 
nin, associate general counsel of Met- 


ropolitan Life, told the spring meet- 
(CONTINUED ON PAGE 11) 





Frederick H. Ecker, honorary chair- 
man of Metropolitan Life, accepts the 
medallion of the City of New York— 
its highest honor—from Mayor Wag- 
her, right, in the presence of many of 
New York’s leading citizens who gath- 
ered to honor Mr. Ecker for his services 
to the city. Mayor Wagner, on whose 
advisory committee Mr. Ecker still 
serves, hailed the Metropolitan Life 
executive as “a pioneer in developing 
new and imaginative housing. It was 
under Mr. Ecker’s leadership that Met- 
ropolitan constructed the middle-in- 
come housing developments of Stuy- 
vesant Town, Peter Cooper Village, 
Parkchester and Riverton in New York 
and other developments in Arlington, 
Va., San Francisco and Los Angeles. 
Two days after receiving the medallion 

- Ecker completed his 77th year with 
Metropolitan, which he served as presi- 
dent from 1929 to 1936 and as chairman 
from 1936 to 1951. 








HIA Urges Further 
Study Before Action 
On Aged A&S Plans 


WASHINGTON, D.C.—Further legi- 
slative study of proposals to finance 
the health care costs of the aged was 
urged in a statement sent today to 
Rep. Mills and Sen. Byrd, chairmen 
respectively of the House ways and 
means committee and the Senate fi- 
nance committee, by Robert R. Neal, 
general manager of Health Insurance 
Assn. 

Because of the sharply different 
lines of approach taken by various 
legislative proposals in attempting to 
determine what, if any, should be the 
extent of federal responsibility in this 
field, the HIA statement said, the 
entire subject requires broader and 
deeper study than it has thus far been 
given. 


Hearings On Only One Plan 


The association’s statement pointed 
out that there have been public hear- 
ings on only one of the plans which 
have been suggested for congressional 
consideration, and this proposal, the 
Forand Bill, was rejected by a sub- 
stantial majority in the House ways 
and means committee. 

The HIA statement said “As regards 
all the other plans before congress, 
neither the facts nor public opinion 
have been adequately explored. More- 
over, the whole issue has been exposed 
to intensified political pressures which 
are always brought to bear on legisla- 
tion of this type in a presidential year. 
There is obvious danger that hasty 
enactment of a costly new national 
health care plan at this time and under 
these circumstances would create a 
grossly inefficient mechanism which 
could drain the economic resources of 
the American people without aiding 
the aged who have the real need. 

“Based on their experience in ad- 
ministering health insurance plans for 
people of all ages, and realizing the 
complexity of providing coverage for 
older people, member companies of 
HIA are hopeful that congress will 


Doctors Stand Firm 
Against Forand-Type 
Bill, AMA Head Says 


American Medical Assn. has not the 
“faintest intention of compromising 
in any way” its opposition to compul- 
sory national health insurance, accord- 
ing to Dr. Louis M. Orr of Orlando, 
Fla., AMA president, who issued a 
statement to this effect through the 
AMA offices at Chicago. 

Contrary to reports in some news- 
papers, Dr. Orr said, AMA has “not 
softened or altered its stand against 
Forand-type legislation, nor will it do 
so in the future.” Speculation in 
some papers that the meeting on vol- 
untary health insurance this week in 
Chicago, with social welfare special- 
ists of the AFL-CIO present, might 
indicate a willingness on the part of 
AMA to compromise its position is a 
“completely unfounded” interpretation, 
Dr. Orr stated. 


Labor One Of 30 Invitees 


He pointed out that the AFL-CIO 
is one of 30 national organizations in- 
vited to attend the meeting which was 
called to provide a medium for a “re- 
alistic evaluation of means and meth- 
ods of promoting the continued growth 
of voluntary health insurance. Labor 
has been invited to this conference as 
they have in the past with the pre- 
sumption that they, too, are interested 
in sound voluntary insurance for the 
American people.” 

Dr. Orr explained that the meeting 
“was not called to discuss any version 
of the Forand bill, which is compul- 
sory health insurance.” 





exercise due deliberation in consider- 
ing the proposals before it. The as- 
sociation believes that in view of the 
presently existing and constantly ex- 
panding voluntary health coverage of 
the aged, there is no need for a new 
federal program, other than possible 
increases in existing benefits already 
being provided through state and 
federal assistance programs.” 


Underwriter Needs 
Persuasive Ability, 
Selection Men Told 


President MacRae At Annual 
Meeting In Boston Stresses 
Non-Technical Skill’s Role 


BOSTON—The qualities of a good 
home office underwriter include per- 
suasive ability and good judgment, 
for these abilities are in frequent de- 





William E. Walsh Earl M. MacRae 


mand in his work, said Vice-president 
Earl M. MacRae of New York Life in 
his presidential address at the annual 
meeting here of Home Office Life Un- 
derwriters Assn. 

It is not necessary, he said, for an 
underwriter to be a super-salesman, 
“but rather one who can express him- 
self in simple language which his lis- 
tener—whether he be in the field or in 
the home office—can understand. 

“There is a lot of truth in the pre- 
cept, ‘You may be right, but unless 
you can convince others that you are 
right, you may as well be wrong,’” 
Mr. MacRae said. 

“The most essential quality of a 
good underwriter.is good judgment, a 

(CONTINUED ON PAGE 22) 








Clarence J. Myers, president and 
chairman of New York Life, right, is 
named an honorary citizen of Mana- 
gua, Nicaragua, for his work in pro- 
moting better commercial relations 
between the United States and Man- 
agua. Mr. Myers, who is also president 
of the Commerce & Industry Assn. of 
New York, is the first private citizen 
in the U.S. to receive a certificate of 
citizenship, here being presented by 
Guillermo Lang, Nicaraguan consul 
general and ambassador to the United 
Nations, on behalf of the Ministry of 
the District of Managua. 








Fraudulent Claims 
Geiting Easier To 
Put Over In Court 


The courts appear to be heading in 
the direction of giving the insurance- 
buying public preferred treatment in 
regard to the legal consequences of 
their dealings with an insurer’s repre- 
sentatives, said J. Lon Duckworth, 
vice-president and general counsel of 
Life of Georgia, at the spring meeting 
of Assn. of Life Insurance Counsel at 
White Sulphur Springs. 

This is particularly true, he said, 
where the good-faith applicant makes 
a full and fair disclosure of the facts 
to the agent. The states, in the absence 
of legislation, or sometimes even in the 
face of legislation, seem to be heading 
in the direction of requiring almost 
actual fraud and collusion between 
the applicant and the agent, he said. 


Few Strict Constructionists 

Only a very small minority now 
holds to the view that the insurance 
contract is to be treated strictly like 
any other contract, said Mr. Duck- 
worth. 

“It is most difficult,” he said, “to 
predict the outcome of the case involv- 
ing the uncommunicated knowledge, 
or falsely filled-in application, since 
the outcome is bound to be dependent 
upon variously emphasized factors, one 
of which may be found controlling by 
one state, while another state will find 
a different emphasis. These factors 
include the full and good-faith dis- 
closure of the applicant, his literate- 
ness or the reverse, his knowledge 
of agent’s falsification, collusion, ma- 
teriality of the representation, ability 
to read, on the part of the applicant, 
either the policy or the application, 
the presence or absence of an ‘entire 
contract’ provision and ‘sound health’ 
provision, or either of them in the 
application and/or policy, the presence 

(CONTINUED ON PAGE 21) 
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Selective Image Best For Life Ads, Shelby Davis Sees 
North Central Round Table Hears 


By RICHARD G. EBEL 


Life insurance management, when 
registering a public image, must de- 
cide in specific terms what it wants 
the public to think of it, advertising 
executives were told last week at the 
North Central Round Table of Life 
Advertisers Assn. at Milwaukee. This 
was emphasized by Marshall C. Lewis, 
vice-president of Marsteller, Rickard, 
Gebhardt & Reed, Chicago advertis- 
ing and public relations agency, who 
analyzed the mixture of corporate and 
‘product images which motivates a 
man to buy life insurance. 

“Image must be based on fact,” Mr. 
Lewis said. Fancy letterheads and 
cute slogans will not be effective if 
they aren’t true representations. 

He explained the two kinds of pur- 
chases—one which is made on impulse, 
and the other which is made after 
consideration. The impulse purchaser 
can afford to make a mistake, for a 
bad choice of toothpaste or soap will 
not amount to an unbearable financial 
loss. When making a considered pur- 
chase, the buyer has no room for error. 

At times a buyer will not be able to 
decide which product to purchase, 
because he likes features of both. 
When faced with a standoff with 
another product and not able to create 
a brand loyalty, management must 
strive to establish a corporate loyalty, 
Mr. Lewis declared. He said he be- 
lieved that there is not so much dif- 
ference between two life insurance 
policies, but there may well be a dif- 
ference between the two companies 
which issue them. The buyer then has 
to make his decision from the cor- 
porate image, and usually the agent is 
the only contact the buyer has with 
the company. 

Mr. Lewis reviewed the various 
schools of advertising themes—the 





Hour By Hour Program 
Ready For NAIC Annual 


The full agenda for the annual meet- 
ing of National Assn. of Insurance 
Commissioners at San Francisco May 
30-June 3 is being distributed. Head- 
quarters are in the Fairmont Hotel. 

The schedule calls for a total of 43 
meetings of subcommittees, commit- 
tees, plenary sessions and zones. 

NAIC is between innings of the Sen- 
ate subcommittee on anti-trust and 
monopoly that has been delving into 
the operations of state insurance reg- 
ulation, and not much excitement is 
expected to take place at San Fran- 
cisco. The Gerber subcommittee on 
state laws and regulations as they 
apply to fire and casualty insurance 
rating has been holding hearings, but 
it is doubtful that a formal report can 
be expected so soon. 

McConnell of California is the host 
commissioner and the general conven- 
tion chairman is President James 
Crafts of Fireman’s Fund. 

Items of interest to life insurance 
people, by hour, with the presiding of- 
ficer and agenda, if any, are shown 
below: 

Monday, May 30 

9-11: Conference of NAIC members and their 
staffs with Stephen S. Jackson, deputy assist- 
ant secretary of defense. 


11-12: Ir problems, installment sales 
nd loans su ittee, Thacher of New York 


—Report on classification of auto physical 
damage risks. 

1-2: Organization, ownership and certifica- 
tion of insurance companies subcommittee, 
Rinehart of Alabama. 

1-2: Review of state insurance laws sub- 
committee, Pearson of West Virginia. 

1-2: Variable annuities and pension plan 
funding subcommittee, Gerber of Ilinois— 
Progress report on SEC-state position on 
variable annuities and pension plan funding. 

2-3: Credit life and credit A&H model bill 
subcommittee, Gerber of Illinois—Possible 
amendments to model bill. 

2-3: Standard non-forfeiture and valuation 
laws subcommittee, Howell of New Jersey— 
R ded changes in laws. 

2-3: Reimbursement formula for hospital 
and service organizations subcommittee, Sears 
of Maryland—Federal employe insurance pro- 
gram to be covered by Blue Cross and Blue 
Shield; auditing of hospital operating costs. 

3-4: Valuation of securities subcommittee, 
Thacher of New York—Preliminary valuation 
procedures and instructions for year ending 
12/31/60. 

4-5: Operations of executive secretary’s of- 
fice subcommittee, Gerber of Illinois—Report 
of study. 

4-5: Regulations of advertising subcommit- 
tee, Grubbs of Nebraska—Bill defining “doing 
an insurance business” for purposes of the 
unfair trade practice model act; consideration 
of bill to permit service of process on unau- 
thorized insurers in proceedings by regulatory 
agency; consideration of other avenues of 
state regulation pursuant to the decision in the 
Travelers Health case. 

4-5: Minimum group life insurance rates 
subcommittee, Smith of Pennsylvania. 

Tuesday, May 31 
9-10:15: Examinations committee, Sullivan 


(CONTINUED ON PAGE 12) 
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gimmick, the public service, and the 
better life schools. These themes are 
usually extraneous to the product and 
the company, they are not personal 
enough, and they are unique only in 
that anybody can run similar ads, he 
remarked. 


He discommended many of the life 
(CONTINUED ON PAGE 17) 


ALC-LIA See Harm 
To Small Firms In 
Treasury Proposal 


WASHINGTON—The_ Treasury’s 
proposed alternative to the Keogh bill 
would, by restricting some presently 
permitted practices, work a _ severe 
hardship on many smaller corpora- 
tions, Verne J. Arends, assistant sec- 
retary of Northwestern Mutual, told 
the Senate finance committee at a 
hearing Thursday. 

Mr. Arends, who is chairman of the 
individual policy pension trust sub- 
committee of the joint legislative com- 
mittee of American Life Convention 
and Life Insurance Assn., asked that 
action be deferred pending a complete 
study of the Treasury proposal, in 
view of the many problems it would 
create. He said the vesting require- 
ments would be needlessly burdensome 
and would discourage small business- 
es from adopting or continuing pen- 
sion plans. 

“Under the Treasury approach,” 
said Mr. Arends, “the deductible con- 
tributions to a plan for either a self- 
employed individual or owner-manag- 
er of a corporaton would be basically 
limited to $2,500 a year or 10% of 
earned income, whichever is less. And 
owner-manager would be defined as 
an employe with an ownership interest 
of as little as 10%. This basic limitation 
may be exceeded only if the deducti- 
ble contributions vested in employes 
other that the owner-managers are 
at least twice the amount contributed 
for themselves. 

“Recognizing the extreme hardship 
that this would impose in the case of 
the many existing plans covering small 
companies, the Treasury would allow 
a two-year grace period in such in- 
stances. Additionally, the Treasury 
suggests denial of the social security 
integration rules unless the total an- 
nual contributions vested in all em- 
ployes who are neither owners nor 
close relatives are at least twice the 
total contributions for self-employed 
persons or corporate owner-managers.” 


Gold Orders Another 
Reduction In Small 
Loan Credit A&S Rates 


RALEIGH, N.C.—Commissioner Gold 
has ordered another reduction of 25 
cents per unit on credit A&S coverage 
sold in conjunction with small loans. 
The commissioner’s latest ruling brings 
the premium down to $1.50 per unit 
of $5 of monthly benefits. The new 
rate becomes effective June 1. 

The commissioner, at the same time, 
abandoned his plans to institute a 
separate rating system for credit A&S 
sold by “captive” companies, saying he 
agrees that “under the law a differen- 
tial cannot be established between in- 
dependent companies and those that 
are owned or controlled by finance 
companies.” 
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Boom Ahead In Life 
Insurance Stocks 


NEW YORK—A bull market in jig 
company stocks, as prices reflect mor 
accurately the companies’ success in 
dealing with the changed federal] jp. 
come tax impact, was predicted py 
Shelby Davis, New York  ingy. 
ance stock specialist, at the secon 
in a series of noontime meetings Spon- 
sored by Insurance Society of Ney 
York. 

Mr. Davis said life companies are 
taking the changed federal income 
tax law in their stride and will mak 
an even better showing when they 
have completely adjusted their pro. 
cedures to minimize the law’s g. 
fect. Since life company stocks sti} 
reflect some of the former uncer. 
tainty about the tax law’s effects, they 
are reasonably priced in relation t 
present earnings, and a bull marke 
may be expected as it becomes more 
widely understood how well the com. 
panies are doing in meeting the 
challenge of the new law. 


Many Avoid Momentum Loss 


At the worst, Mr. Davis said, the 
tax has meant the loss of one year; 
normal gain in earnings. But a nun- 
ber of companies have been able ty 
take the increase in taxes without 
losing earnings momentum at all. 

“Even more important to investors 
should be the realization that the im- 
paet on earnings of the tax last year 
was its worst relatively,” said Mr, 
Davis. “This was because many con- 
panies elected to change their reserve 
methods, and this resulted in a higher 
tax in 1959 but which will mean lovw- 
er tax in subsequent years.” 


More Exploiting To Do 


Possibilities for tax advantages 
through the use of municipal bonds, 
preferred stocks and common stocks 
have not yet been fully exploited. 
Nor is the new law completely under- 
stood by insurance people, Mr. Davis 
said. 

“But as the companies learn to live 
with the law, the burden of taxes will 
come down,” he said. “In addition, 
premium rates will be raised, just as 
other industries have advanced their 
selling prices to compensate for higher 
costs.” 

Taking up the market behavior of 
life stocks, Mr. Davis recalled how life 
stock prices went into a_ prolonged 
period of correction after the rapid ad- 
vance of 1953-1955. 


Lasted 434 Years 


“Normally this market correction 
might have lasted a year or two and 
stocks would have been in a sound 
technical position once more,” he said 
“But the correction has lasted for 4% 
years, with the result that life 
stocks would appear to be in as strong 
technical position as they were in the 
early ’50s, before the public knew that 
life stocks existed.” 

Mr. Davis pointed out that institu- 
tional growth stocks such as United 
States Life and Franklin are sell 
ing for only 20 times last year’s ear- 
ings, and “all lines” companies—Aetna 
Life and Travelers—are selling fot 
nine to 10 times estimated 1969 earm- 
ings. 
“For the patient investor,” said Mr. 
Davis, “happy days should be het 
again.” 
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A Personal Message 
TO YOU! 


“If you are an experienced life insurance man 
and feel that you are now ready for General Agent 
Opportunity, I want to extend you a personal in- 
vitation to talk it over with me! 



























Throughout our over 40 years of continued dy- 
namic growth and progress, National Reserve Life 
has always been an AGENCY-MINDED COM- 
PANY. This important fact means that all of our 
Home Office operations stem from complete 
knowledge of Field requirements—and in addition, 
our executives are in the Field regularly and 
maintain close and helpful cooperation with all 
General Agents. 


National Reserve Life offers you Top Commis- 
sions, plus numerous Other Benefits; Tested Mer- 
chandise with proven sales appeal; Fully Paid 
Conventions (for both man and wife); Highly 
Desirable Territories and the opportunity to go 
forward with a dynamically growing Company. 


Write me today and I assure you that your 
inquiry will be held in strict confidence and 
given full consideration!” 


‘National Reserve Life enjoys the highest ratings possible for any company 
to secure, regardless of size or age—and progress is ‘our middle name.’” 


Enduring as Rushmore #7 v resident 
Se 





H. O. CHAPMAN 


President 
cy COMPANY S. H. WITMER 
NATIONAL RESERVE LIFE INS ee Chairman of the Board 
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WHAT’S DIFFERENT ABOUT 
OUR MAJOR MEDICAL? 


First. It's guaranteed renewable to 75. 


Second. It has a PAID UP benefit after 75. (Between 
65 and 75 a total maximum of $7,500 is allowed. If this 
is not used up, as much as $1,000 may be carried past 
75 as paid up coverage. ) 

Next. Newborn children are automatically covered until 
the next premium becomes due. Coverage may then be 
continued without evidence of insurability. 


Next. Dependent children are carried (at dependent 
rates) until they are 22. 

Next. Biggest expenses are not co-insured. Surgery, 
hospital room and board, assistant surgeon, anesthetist 
and local ambulance service are covered 100% (subject 
to maximum limits). Other benefits are covered on a 
liberal 80%-20% co-insurance basis. 


These benefits, combined with a maximum coverage of 
$7,500 and a choice of deductibles, make our Major 
Medical different—and popular. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 
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To Retire This Year 


Mrs. Eberly, Head 
Of Institute Women’s 


Division, Honored 

NEW YORK—Mrs. Marion S. Eber- 
ly, director of the women’s division of 
Institute of Life Insurance, was guest 
of honor at a luncheon given by Presi- 
dent Holgar J. Johnson of the institute 
in recognition of Mrs. Eberly’s re- 
tirement later this year and to express 
appreciation to the many women’s 
magazine editors and other leaders 
who have cooperated with the wom- 
en’s division over the years. Many of 
them were present at the luncheon. 

It was also the occasion for the in- 
troduction of Miss Betty S. Martin, as- 
sistant director of the division, who 
will succeed Mrs. Eberly, and the insti- 
tute’s executive vice-president, Blake 
T. Newton Jr. 


Recalls Division’s Origin 


Mr. Johnson recalled how Mrs. Eb- 
erly had gone to see him some years 
ago with the idea of setting up a pub- 
lic relations operation for women’s ac- 
tivities, since women are the main 
users of life insurance. The idea ap- 
pealed to Mr. Johnson. He observed 
that it would be hard to sell refrigera- 
tors, for example, if the sales appeak 
were beamed only at the man who 
writes the check. 

Later on, women assumed life insur- 
ance importance in another way—by 
becoming a far larger proportion of 
the country’s production force, to the 
point where they now buy about one- 
third of all policies. 

“If it had not been for Marion, I 
| wonder if we’d ever have started the 
women’s division,” said Mr. Johnson. 
“The biggest job she did was to enlist 
the support of all of you.” 

In her response, Mrs. Eberly told 

| how each of the guests had been help- 
ful in one way or another. Then, just 
as Mr. Johnson brought the program 
to its close, Miss Willie Mae Rogers, 
director of the Good Housekeeping 
Institute, paid a brief but warm trib- 
ute to Mrs. Eberly. Quite a few others 
| followed suit. 
While Mrs. Eberly does not plan to 
| retire till after the middle of the year, 
the luncheon was. held at this time be- 
cause Mr. Johnson will be away in 
Europe next month and later in the 
summer it would be difficult, because 
of vacations, to get so many of the 
group together. 
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Plan Public Hearings 
On Mich. Blue Shield 
19% Rate Boost Reques 


LANSING—Public hearings are to 
be conducted soon in several cities t, 
feel the public pulse relative to a pro. 
posal by Michigan Medical Service 
(Blue Shield) for a 19.5% rate in. 
crease. 

Announcement that Michigan ge. 
partment approval would be sought 
for the proposed increase followeq 
closely on a recommendation from Dr 
David Sugar, new president of the 
Wayne County (Detroit) Medical Sp. 
ciety, who publicly recommended tha 
Blue Shield limit its services insteag 
of raising rates. 

L. G. Goodrich, executive vice-presj. 
dent of Blue Shield, said current Blye 
Shield income is insufficient to cover 
increased costs of paying doctors for 
services covered. He said there has 
been a steady pattern of “more services 
for more members” and that the rate 
of services for the past several years 
has been constantly accelerating. He 
cited year-by-year cost increases for 
basic services, as follows: 1957, 4.1%; 
1958, 9.1%; 1959 (first nine months) 
11.6%. Outgo exceeded income for the 
first two months of 1960 by $695,351, 
reducing contingency reserves to less 
than $400,000. 

It was pointed out that added sery- 
ices had been provided under a broad- 
ened contract recommended to the 
Michigan State Medical Society in 
1958 but that Blue Shield rates have 
been inadequate for the past four 
years, cutting reserves which stood at 
$8 million in late 1955 to the present 
figure of $386,918. 

The 19.5% increase would make pos- 
sible setting up a 3.5% contingency 
reserve over the next two years. The 
proposed increase would range from 
45 cents monthly for individuals under 
the so-called plan “A” to $1.55 for 
full family coverage under plan “D.” 
This would increase the combined Blue 
Cross-Blue Shield rate by about 7% for 
the 3,500,000 Michigan residents now 
under the plan. 


Roloff Named President 

Ralph Roloff, Grand Rapids, has 
been named president of Michigan 
A&H Underwriters Assn. at East Lan- 
sing. Lyal DeGraw, Battle Creek, was 
named president-elect and Mrs. Mar- 
garet J. McLavish, Flint, secretary- 
treasurer. 
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England Life, and Dan A. Kaufman, 


| Chicago Lite Managers Elect New Officer Slate 


Persons; Maturin B. Bay, Prudential, president; Frank G. Lotito, Lincoln Na- 
tional Life, retiring president; Earle S. Rappaport, Pacific Mutual, secretary- 























Northwestern Mutual, directors; Mr 
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treasurer, and Edson Chapman, Metropolitan, vice-president. Robert F. Ober, 
North American Life of Canada, who was unable to attend the meeting, W% 
also named a director. There are also three holdover directors. Mr. Pers0ts, 
until 414 years ago a life manager himself, gave his audience nine guides be 
would follow if he were again to become a manager. 
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INSURANCE MANAGERS TOLD: 





LIFE INSURANCE EDITION 


Duplication Of Coverage Boosts 


Hospital Cover Cost Needlessly 


Duplication of coverage is a serious 
expense factor in group A&S coverage 
according to panelists on cost control 
at the spring insurance conference of 
American Management Assn. at the 
Roosevelt Hotel in New York City. 

Participating in the discussion were 
Gordon N. Farquhar, group division 
secretary of Aetna Life; Robert S. 
Gyory, insurance manager at Sylvania 
Electric Products, Inc., in New York 
City; George Heitler, assistant sec- 
retary and staff counsel of Blue Cross, 
New York City, and Edward M. Spen- 
cer, treasurer of Detroit Edison Co. 

Mr. Farquhar said progress is being 
made in incorporating non-duplication 
provisions in group health plans but 
that a recent survey showed that al- 
most 10% of all hospital patients 
have more than one _ hospitalization 
plan. These patients are paid on the 
average of 144% of their actual hospi- 
tal expenses, according to the survey. 
Mr. Farquhar also stated that the loss 
ratios of several steel companies in- 





LIA Promotes Four 


Franklin H. Young, who has been a 
member of Life Insurance Assn.’s legal 
staff since 1952, has been promoted 
to assistant counsel. 

In other promotions, Albert P. Ca- 
ruso, assistant secretary, becomes ad- 
ministrative secretary; Mary E. Tou- 


hey, personnel assistant, is named 
assistant secretary, and Sylvia A. 
Mahler, an accountant, is appointed 


assistant treasurer. Mr. Caruso joined 
LIA in 1918, thus making him the staff 
member with the longest period of 
service to the association. Miss Tou- 
hey has been with LIA since 1926 and 
during that time has been secretary to 
two of the association’s former chief 
executive officers. 


N. Y. C. Chapter Of CLU 


Awards Ist Scholarship 


The New York city chapter of CLU 
has awarded its first annual scholar- 
ship to Richard W. Bandfield, Colette- 
McKendry- agency of Home Life. The 
award, which sends the recipient to 
the summer CLU institute at the Uni- 
versity of Wisconsin, is given for serv- 
ice in the insurance community and for 
activities in public affairs. 

At the same time Mrs. Margaret F. 


Carlsen was given an honorary cita- 


tion. She is director of American Col- 
lege activities at Equitable Society and 
past president of the New York City 
chapter. 













Jefferson Standard Stock Split 
esults In 15-Cent Dividend Gain 
Jefferson Standard Life has de- 
lared a quarterly dividend of 20 cents 
per share on capital stock, which was 
increased from 2.5 million to 5 million 
a stock split last February. The di- 
idend is payable May 11 to stock- 
holders of record May 2 and will result 
1 payment of 15 cents more on two 
ares of the new stock than the 25- 
ent quarterly dividend paid on one 
re before the split. Jefferson Stand- 
@’s paid business during its first 
juarter was $57,658,000, an increase 
bf $4,881,000. 


Protective Life of Alabama passed 
ne $1.1 billion mark in life insurance 
— during the first quarter of 


creased to 150-200% during the steel 
strike. 

These difficulties can be avoided by 
the careful design of group plans, he 
said. 

The employer can assist in claim 
control by checking over claims to look 


Permanent life insurance is an in- 
vestment of the highest quality. It 
is a vehicle for tax savings that 
defies comparison! 


To help our field force carry this 
message to prospects, our Ad- 
vanced Underwriting folks have 
written a penetrating new booklet, 
“Tax Savings Through a Life In- 
surance Contractual Investment.” 
It grew out of an exhaustive study 
of the Internal Revenue Code, the 
Regulations and Rulings of the 
Internal Revenue Service, and re- 
lated Court Decisions. It is a 
capsule summary of the important, 
too often overlooked, Tax Saving 
Features of a Life Insurance 
Investment. 


The booklet is being effectively 
used by our field force. For the 
benefit of the industry we’re mak- 
ing it available to any life insur- 
ance man for his personal use re- 
gardless of company affiliation. 
Request your copy by using the 
coupon below, enclosing 25c to 
partially cover costs. 


THE 


NAME 


for unusual circumstances such as 
“duplication of benefits, vague diagno- 
sis, diagnostic confinements, extended 
periods of treatment, weekend con- 
finements to reserve a hospital room, 
unusual frequency of assignments to a 
doctor or doctors, and possible occupa- 
tional origin of disability,” Mr. Farqu- 
har said. 


Opposed To Full Payment 


Other fundamentals of a sound pro- 
gram are adequate employe educa- 
tion, coverage of a broad range of ex- 
penses in and out of the _ hospital, 





MINNESOTA MUTUAL LIFE------: 


INSURANCE COMPANY 
Victory Square—St. Paul 1, Minnesota 


Please send me a copy of ‘‘Tax Savings Through a Life Insurance Contractual 
Investment.”’ | am enclosing 25c partially to cover cost of printing and mailing. 


—ADDRESS 
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avoidance of payment for the first dol- 
lar or budgetable expenses, and elim- 
ination of full payment features, the 
speaker said. 

Mr. Gyory told how Sylvania adopt- 
ed a cost control system with its Dis- 
ability Benefits Law plan that cut 
medical costs 36% below figures at the 
inception of the plan on an adjusted 
employe basis. 

Upon adoption of its insured plan, 
Sylvania’s expenses soared. An exami- 
nation of claims showed that 85% were 
due to such difficulties as neurasthe- 

(CONTINUED ON PAGE 20) 


SUBJECTS COVERED 
IN THIS BOOKLET 


e Tax Savings on Increases in 
Cash Values. 


@ Tax Savings on Living Benefits. 


@ Tax Savings on Lump Sum 
Death Proceeds. 


@ Tax Savings on Interest 
Paid to Spouse. 


@ Tax Savings on Installment 
Incomes. 


@ Tax Savings on “Split Dollar” 
Plans. 


@ Tax Savings on Exchanges. 


@ Tax Savings on $5,000 Under an 
Employee Death Benefit Plan. 






@ Tax Savings through Short 
Term Trusts. 









@ Tax Savings for Employees of 
Charitable Organizations. 









@ Tax Savings on Account of 
Marital Deductions. 







@ Tax Savings on Estate 
Settlements. 











@ Cash Savings on Estate Taxes. 













































Viutual Of Omaha Sets 
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Grant For Nursing Home 


Center In Washington 
Mutual Benefit H.&A. is establish- 
ing a grant making possible an in- 
ternational nursing home education 
and service center in Washington, 
D. C. The center will be known as the 
Mutual of Omaha Research Center and 
will be the first educational facility 


FeNATIONAL UNDERWRITER 


Dr. Mayo, Mayo Clinic, a member of 
Mutual of Omaha’s board and chair- 
man of its awards and research com- 
mittee, said in making the announce- 
ment that the cost problems of health 
care for the aged can be greatly re- 
duced by judicious use of nursing 
hornes, especially for long periods of 
recuperation. He said many aged pa- 
tients need more time to recover from 
major sicknesses or accidents. In a 
majority of cases, they do not need 
the extensive facilities of today’s mod- 


looking for a political solution to a 
medical problem, Dr. Mayo said. Ev- 
eryone realizes there is a problem, but 
there are many solutions other than 
political, compulsory control. Provid- 
ing protection and care on a volun- 
tary basis is in keeping with the tradi- 
tional American freedoms. 

The research center building will be 
a model 50-bed nursing home, con- 
taining lecture and class rooms plus 
an auditorium. It is expected that the 
building will also house the national 


ever established to help administra- 
tors of America’s more than 12,000 ern hospital. offices of American Nursing Home 
nursing homes. Too many in government have been Assn. 
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company grows soundly 


when it provides sound means 


for its individual producers’ 


commission incomes to grow. 


Life, Accident & Sickness, Pension Plans, Annuities 





BERKSHIRE LIFE INSURANCE COMPANY - 


RKSHIRE LIFE 


PITTSFIELD, MASSACHUSETTS ¢ A MUTUAL COMPANY FOUNDED IN 1861 
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Schneider Drops Out O} 
NALU Secretary Race, 
Seeks 2nd Trustee Term 


BALTIMORE—John Z. Schneider 
Connecticut General Life, has de. 
cided to become a nominee for reelec. 
tion as NALU trustee for a secong 
term, rather than force a three-way 
contest for the office of NAI.U secre. 
tary, and the Maryland Life Under. 
writers Assn., which had endorsed him 
for secretary, has changed its recom. 
mendation to the NALU nominating 
committee in line with his decision 

Mr. Schneider made this decision 
at the conclusion of NALU’s Louisville 
midyear meeting. He said he feels jt 
would not be in the best interests of 
NALU to be faced with a three-way 
race for the office of secretary at the 
annual meeting in Washington, Dc 
in September. = 

All contenders for the secretary 
post are NALU trustees. Others 
who have been recommended to the 
nominating committee for the office 
of secretary are David M. Blumberg 
Massachusetts Mutual, 
Cleveland. 

Mr. Schneider said that the Maty- 
land and Baltimore associations plan 
to submit his name as a nominee for 
NALU secretary some time subsequent 
to 1960. 


Phoenix Mutual Interest, 
Rate Changes To Be Worth 
$1.1 Million To Holders 


policyholder dividends, raised its ip- 
terest rate on funds left with the com- 
pany, and reduced premium rates on 
retirement income and term policies. 
Total additional benefits in dividends 
and interest return to _ policyholders 
and beneficiaries will amount to over 
$1.1 million annually. 

Under the new dividend scale, poli- 
cies which have accumulated substan- 
tial reserves will benefit the most 


| 


Knoxvilie, | 
and Jack A. Stewart, Phoenix Mutual | 


Phoenix Mutual Life has increased], 





from the new schedule. Policyholders 
whose policies are fully paid will also 
share in the additional benefits. 

Interest on dividends left with the 
company and interest on funds held 
for future payment under income 
agreements will be increased to 3.5% 
on July 1. Interest on advance pre 
miums will be increased from 3% t 
3.25%. 

Other changes include a new an¢ 
reduced scale of premiums for retire- 
ment income policies and retirement 
income annuities and a reduction it 
premiums for all term policies. 


Rhodes Elected President 
Of Okla. Life Companies 


Horace G. Rhodes, president of Unit 
ed Founders Life, has been electei 
president of Okle 
homa Assn. of Lift 
Insurance Comp 
nies _ succeeding 
R. T. Stuart, pres 
ident Mid-Contir- 
ent Life. 

Also electet 
were Jack Tres 
ner, preside! 
Mid-Western Life 
v ic e-president 
and S. Berry Kins 
Southern Christi! 
Life, secretaly 





Horace G. Rhodes 


treasurer. 
Mr. Rhodes is a former legal couns 





and deputy commissioner to Commis 
sioner Hunt. 
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Your United States Life 
General Agent is always — 
worth a check! -4 





CALIFORNIA 
Parks & Company, Los Angeles 

Benjamin F. Peterson Agency, Brentwood 
Sylvester F. Riebel, Fresno 

Kenneth T. Sato, Los Angeles 

Charles C. Zahorik Agency, Alhambra 


CONNECTICUT 

Berg, Ellis & Wolf Agency, New Haven 
Goodfellow-Ashmore Agency, Inc., Danbury 
Norman & Mann Agency, Inc., Hartford 


DELAWARE 
American International Life Agencies 
Wilmington 


DISTRICT OF COLUMBIA 
Frank K. Smith 


FLORIDA 
Associated Insurance Agency, Tampa 


HAWAII 
Brainard & Black, Ltd., Honolulu 


ILLINOIS 
Brennan Insurance Agency, Waukegan 

Ira R. Jones, La Grange 

The Lite and Accident Agency, Inc., Chicago 


KANSAS 
W. E. Meckenstock, Hayes 


MASSACHUSETTS 

Francis H. Curtin Insurance Agency, Inc. 
Cambridge 

Eastern Insurance Agency, Inc., Boston 


MICHIGAN 
Higgins Insurance Agency, Detroit 
Holetca & Associates, Detroit 

Kenneth R. Lancaster, Benton Harbor 


MINNESOTA 


Arthur R. Jepsen, Duluth 
Murpny Insurance Agency, Minneapolis 


MISSOURI 
William E. Mulliken, St. Louis 


NEW JERSEY 


C. J. Adams Co., Atlantic City 

Bernard Axelrod, Camden 

The Arthur Debiasi Agency, Margate Cit) 
J. Stanley Husid Associates, Trenton 
Leone Insurance Agency, Hawthorne 

The Life and Group Agency, Newark 
Weiniger, Schleiter & Co., Newark 

Murray Goldstein, Lakewood 


NEW YORK CITY 


Alva Agency, Inc., NYC 

David H. Baron Agency, NYC 

Berg & Ellis Associates, NYC 

Chapman Agency, Inc., NYC 
Constitution Agency, Inc., NYC 

Dascit Agency, Inc., NYC 

The Di Loreto Agency, Inc., Queens 
Independence Agency, NYC 

Philip L. Y. Kong, NYC 

James F. MacGrath, Jr., NYC 
Paramount Agency, Inc., NYC 

Nicholas V. Sichenze Agency, Brooklyn 
Sidman, Okun & Scarano, Inc., Brooklyn 
Anthony J. Sollano, Bronx 

White & Winston, Inc., NYC 


NEW YORK 

Aberdeen Agency, Inc., Poughkeepsie 
Chapman Agency, Inc., Buffalo 

Brownyard Agency, Inc., Ruchester 

Detto, Krapf, Urso Agency, Huntington Stu. 
Nicholas J. Esposito, Bohemia 

Louis M. Karpel, Rochester 

The King Suburban Agency, Hicksville 
Herbert J. Lennox Agency, Gilbertsville 
Edward G. Maher, Inc., Hempstead 

Einar Pedersen, Freeport 

Donald H. Ruth Agency, Elmira 

Standard Insurance Agency, Williston Park 
Ter Bush & Powell, Inc., Schenectady 
Lester M. Wintz, Elmira 

Yackel & Rupp, Syracuse 


OHIO 

O. L. Boerste Agency, Dayton 

W. E. Lord Co., Cincinnati 

William R. Monroe Agency, Columbus 
W. F. Ryan Agency, Cleveland 

OREGON 

John W. Saunders, Portland 


PENNSYLVANIA 

Robert Adelman, Reading 

Gateway Underwriters, Pittsburgh 
Laird-Hagee Co., Harrisburg 

Marlyn Agency of Pa., Inc., Philadelphia 
Francis J. Radano, CLU, Philadelphia 
RHODE ISLAND 

The Gallagher Agency, Inc., Pawtucket 


WASHINGTON 
Washington Agency, Seattle 
WISCONSIN 


Raygen Life Insurance Agenc 
d ‘ gency, Milwaukee 
Gibson Wright, Inc., Eau Claire 


ites 











LIFE INSURANCE EDITION 


Cheap Insurance In Large Amounts 
Urged For Young Professional Man 


The large investment in education 
that it takes to get a young profes- 
sional man going makes him a far bet- 
ter prospect for life insurance than he 
is considered to be in the opinion of 
speakers at the annual estate plan- 
ner’s day of the New York City CLU 
chapter. 

The estate problems of the profes- 
sional man throughout his life were 
discussed by Jerome B. Cohen, author 
and professor of economics at the 
Baruch School of Business and Public 
Administration; Barton E. Ferst, part- 
ner in the law firm of Blank, Ru- 
denko, Klaus & Rome of Philadelphia, 
John W. Grotheer, assistant vice-pres- 
ident of Chase Manhattan Bank, Don 
J. Summa, partner in the accounting 
firm of Arthur Young & Co. New 
York, and Israel Unterman, general 
agent of Continental American Life, 
New York. 

The speakers were in agreement 
that their subject, the young doctor, 
lawyer or accountant, needs as much 
insurance as he can get, probably the 
cheapest possible kind, with the idea 
that the policy can be converted to 
whole life later. 

Mr. Unterman said there is always 
someone close to the young profession- 
al man who paid for his education 
and who therefore has invested con- 
siderable money in him. This person 
may be a mother or father or older 
brother who would not want to be sad- 
dled with the responsibility of raising 
the man’s children or supporting his 
widow if he dies. This “investor” is a 
good target for a sale on the pro- 
fessional man’s life. Or the “investor” 
may be willing to lend the money to 
the young doctor for a few years so 
that the bill for insurance can be paid. 


Could Borrow From Bank 


Or the young man can borrow the 
money from a bank with a fair amount 
of assurance that he will be able to 
pay later when his income is higher, 
Mr. Unterman said. 

“Let’s not undersell this man just be- 
cause he has no money,” Mr. Unter- 
man said. 

Mr. Unterman’s contention that par- 
ents should be willing to foot the bill 
for their son’s life insurance policy 
came under some fire from other pan- 
elists. The opinion was expressed that 
after years of paying for a son’s edu- 
cation, the parent is ready to call it 
quits. But no one present accused Mr. 
Unterman of being an indifferent pro- 
ponent of ‘life insurance. As for the 
idea of going into debt to pay for a life 
policy, it was pointed out that in set- 
ting up his office the professional man 
incurred many other debts. 

Mr. Unterman named _ renewable 
term, association group and split dol- 
lar arrangements as ways to get the 
most insurance with the least money. 
He also recommended minimum depos- 
it as a way to have flexibility and econ- 
omy in conversion. 

In answer to those agents who are 
bemoaning the growth of association 
group, Mr. Unterman pointed out that 
since the younger man in the group is 
paying for the older man, the agent 
selling an individual policy can offer 
more for less money to the young pro- 
fessional man. 

“It is my contention that if we are 
going to sell this man, we should do 
it when he is young.” 

Mr. Unterman mentioned several 
selling points in favor of individual 
policies. Association group policies are 


usually convertible only to standard 
plans, but not to preferred, he said. 
This can cost the prospect $2-$3 per 
$1,000 later on. 

—In most association plans he does 
not have the right to assign or change 
beneficiaries. 

—The size oi the policy is limited in 
associations. “The largest one I’ve seen 


The NEW - 
United States Life 
Portfolio for 1960 

makes you ask 


yourself 6 
oF : “How | 
LOW 


@ Full, immediate coverage 
14 days. 


@ Lower rates on ADB. 


riders. 


@ Quantity Discount with 5 








THE ANSWER: 110 years’ experience brings you low 
minimum amounts on ALL of our plans. You can expand 
your sales horizons with these outstanding changes 
which buck industry-wide trends: 


@ $1,000 minimum on all 
permanent plans and 
Life Expectancy Term. 


@ $5,000 minimum on all 
other term plans. 


@ 3 year female rate setback on almost all plans and 


For additional information, call your nearest United States Life 
General Agent ... he’s always worth a check. 


THE OLDEST LEGAL RESERVE STOCK LIFE INSURANCE COMPANY IN AMERICA 
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is for $40,000 and we can sell more,” 
Mr. Unterman said. 

—In some plans reducing term is all 
that is offered. 

—In association group there is no 
one available to work with the lawyer 
or the accountant of the insured to 
help him with estate problems. 


Good Only In Theory 


Mr. Cohen attacked the problem of 
investments for the man with more 
money than he needs for living ex- 
penses. Mr. Cohen suggested that the 


on Juvenile Plans at age 


gradations of premium. 





FOUNDED 1850 











idea of buying term insurance and in- 

esting the difference in stocks was a 
idea in theory but it assumed 
that a person could invest the same 
amount of money year-in, year-out 
and invest wisely. 

“Only one person in a _ thousand 
would be able to live up to such cri- 
teria,” he said. 

Mr. Cohen also doubted the intelli- 
gence of investing in mutual funds. 
Since mutual funds have done only 
as well as the market and in some 
cases not as well, he said, investment 
fees and loading charges represent an 


good 


THIS MAN WON’T SIT STILL IN THE 
LIFE INSURANCE BUSINESS 


1 Basic Estate Control Plan School. A four- 
week course at the Home Office with expert 
instructors teaching proved sales plans. 


He'll go far. And he knows thorough training is essential 
to his future progress. That’s why he’s quite likely to be 
one of many taking advantage of AZtna Life’s intensive 
five-step program which stresses every phase of under- 
writing and selling necessary to build a successful life 


insurance career. 


Etna Life Trains for Success 


ETNA LIFE 


INSURANCE COMPANY 


Affiliates: Atna Casualty and Surety Company 
The Standard Fire Insurance Company * Hartford 15, Conn. 


Ze NATIONAL UNDERWRITER 


unreasonable amount of proceeds from 
funds. 

Mr. Grotheer spoke on insurance 
trusts as a way of attaining flexibility 
in settlement provisions not available 
when the policy is left directly to a 
beneficiary. At the same time the 
speaker suggested that at least $5,000 
be left directly to the beneficiary so 
that funds are immediately available. 

Mr. Ferst saw the problem of life 
insurance trusts from the point of 
view of the tax lawyer. He recom- 
mended the early transfer of the life 
policy to the ownership of the profes- 








<3 Advanced Training. Business insurance 
and tax courses at the general agency supple- 
mented by field schools and clinics. 


4 C.L.U. Participation. The company pro- 
vides financial assistance for text books and 
examinations. 


Career Course. Under the general agent’s 
supervision, field work is combined with text 


book study. 


5 Leaders Seminars and Regional Meetings. 
Men who qualify exchange ideas with other 
top salesmen, Home Office personnel and 
prominent men from business and industry. 


sional man’s wife, if the circumstances 
permit. However, there is always the 
possibility of the early death of a wife, 
with the result that a man might have 
to pay considerable inheritance tax to 
receive his own property. 


Should Plan Early 


In any case, Mr. Ferst said, people 
do best who correctly see their tax 
situation and plan their estate in early 
years. He recounted the story of a 
wealthy lawyer who gave non-inter- 
est bearing notes to his parents on 
loans previously made to him. The 
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parents in turn made the notes over 
to their grandchildren in their wij), 
so that the money stayed out of the 
lawyer’s estate. 


Minnesota A&H Assn. 
Elects Lipke President 


Oscar A. Lipke, St. Paul Hospital & 
Casualty, has been elected president of 
Minnesota State Assn. of A&H Un. 
derwriters. Walter E. Bertram, also of 
St. Paul Hospital & Casualty, was 
named secretary-treasurer. 

Speakers at the association’s annual 
sales congress included Robert f£, 
Wooster, Springfield-Monarch group; 
William Harmelin, New York; John 
J. Plumb, Paul Revere Life; Bruce 
Gifford, managing director Interna. 
tional Assn. of A&H Underwriters, 
and Howard H. Coron, Mutual Benefit 
H.&A. 


Three High School Seniors 
Receive Equitable Group 


Millionaires Scholarships 

Three high school seniors have been 
awarded four-year college scholarships 
by Equitable Society’s Group Million. 
aires Club. The award winners, al] 
children of Equitable salaried em- 
ployes, will receive stipends ranging 
from $100 to $1,500 a year, according 
to individual needs. Under terms set 
forth by National Merit Scholarship 
Corp., the scholarships are accom- 
panied by unrestricted grants to col- 
leges of the students’ choice. 

David P. Cahill of Indianapolis, and 
James P. McDermott of Cleveland, 
were selected from finalists in a na- 
tionwide competition conducted by the 
scholarship organization and will re- 
ceive the club’s educational fund merit 
scholarships. Patricia Anne Quaid of 
Pittsburgh was chosen by directors of 
the fund as the winner of an addi- 
tional educational fund award. 


Two Benevolent Assns. 
In Mo. Ordered To Appear 
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For Show Cause Hearing 

National Benevolent Association and 
Home State Benevolent Association 
have been ordered to appear before a 
St. Louis circuit court to show cause 
why they should not be enjoined from 
allegedly selling A&S insurance. 

An information filed by Attorney 
General Dalton of Missouri charged 
the two associations “have wilfully 
violated the laws of Missouri and have 
unlawfully assumed and usurped fran- 
chises and privileges not granted to 
them by the law of their incorpora- 
tion by engaging in the business of 
insurance without first being licensed 

. 2’ The information said the asso- 
ciations were incorporated in the state 
as non-profit corporations and were 
especially prohibited from activities 
for profit. 

Warrants had been issued by a 
Clayton, Mo., police magistrate against 
three officers of the association— 
Dorsey Lay, Peter J. Kelly, and Wil 
liam J. Morrison. 

St. Louis County Prosecuting Attor- 
ney Norman H. Anderson said the 
associations were selling memberships 
running from $60 for individuals 
$150 for groups, with monthly dues 
costing 50 cents to $4, for medicai and 
hospitalization protection. 


Three In A Row For MacKenzie 
A. Grant MacKenzie, Toronto branch 

manager of Canada Life, has won 

company’s president’s award for the 
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Model Mail-Order 
A&S Bill To Be Ready 
Next Month: Gerber 


The annual meeting of National 
Assn. of Insurance Commissioners next 
month will come up with a model bill 
for the regulation of mail-order A&S 
and life insurance, Joseph S. Gerber, 
Illinois insurance director, predicted 
in a talk at the American Management 
Assn.’s spring insurance meeting in 
New York City. 

Mr. Gerber is head of the NAIC 
committee which, along with an in- 
dustry committee, has been studying 
the problem in preparation for the 
NAIC annual meeting at San Francis- 
co. 


Pacific Actuaries Set 
Spring Meeting Program 


The program has been completed 
for the spring meeting of Actuarial 
Club of the Pacific States at Del Monte 
Lodge, Pebble Beach, Cal., June 2-3. 

The meeting is divided into four 
sections: “Taxation and Investment”; 
“Ordinary Life Insurance” (“1958— 
c.S.0.”, “New Benefits” and “Guar- 
anteed Insurability”); ‘“Medical—Dis- 
ability—-Double Indemnity”; and “Mis- 
cellaneous” (“Group Life Maximum 
Amounts”; “Lapses” and “Retirement 
Plans”). 


Franklin Life Reports Gains 

With new paid sales of $80 million 
in April Franklin Life recorded an 
increase of 11% in new issues during 
the first four months of the year. 
Outstanding insurance (all individual 
policies) is now in excess of $3.7 
billion. 








LIFE—A&H 
REPRESENTATIVE & 
OPENINGS 
M. West 
Pension Actuary $25,000. 
South 
Life Agcy. Director $18,000. 
M. West 
Life Agcy. Director $17,500. 
East 
Life Sales Mgr. $13,500. 
S. West 
Life Reg. Mgr. $12,500. 
S. West 
Life Agcy. Mgr. $10,000. 
M. West 
Pension Adm. Asst. $ 8,000. 
M. West 
A&H Agcy. Dir. $ 8,000. 
M. West 
Life Adm. Asst. $ 8,000. 
M. West 
Life IBM Methods Supv.  $ 8,000. 
M. West 
Life Asst. Comptroller $ 7,500. 
East 
Life Asst. Cont. $ 7,000. 
For two decades we have specialized 
in insurance placement. Your interests 
are best served by a personalized in- 
surance placement service. Write for 
How We Operate”. 
FERGASON PERSONNEL 
INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 
. HArrison 7-9040 











LIFE INSURANCE EDITION 


Manufacturers Field 
Force Gets Many New 
Rate, Benefit Changes 


Manufacturers Life has distributed 


a new rate manual to its field force | 


that contains several major changes 
in rates and benefits. 
New lower rates are in effect for 


most plans. In addition, Manufacturers | 
quantity discounting | 
policy for premiums. As an example | 


has adopted a 
of rates, on a whole life participating 
policy issued to a male age 35, the pre- 
mium per $1,000 for a $2,000 policy is 
$25.24; for $5,000, $22.54, and for $50,- 
000, $20.92. 

The basis for calculating semi-an- 
nual, quarterly and monthly premiums 
has been changed to include quantity 
discounting. Also, the interest factor 
on the basic annual rate per $1,000 has 
been set at 1.5%, 2.5% and 3% in com- 
parison to 3%, 5% and 6%, respective- 
ly, previously in effect. 

Rate reductions at all ages for fe- 
male lives have been extended to all 
plans except single premium. Cash 
values and dividends remain the same 
as those for male lives at the same 
age. 


Income Settlement Options 


An alternative basis for life income 
settlement options has been intro- 
duced. If at maturity, the life income 
guaranteed in its contracts is less than 
103% of the income then obtainable 
under its immediate annuity rate, 
Manufacturers will pay the larger 
amount. The alternative will not be 
available in Massachusetts. 

Rate reductions have been made for 
the double indemnity rider and cov- 
erage has been extended to age 65. 

Participating life income policies 
now incorporate a new exchange clause 
permitting conversion to a retirement 
annuity at maturity. This arrangement 
enables the policyholder who defers 
retirement beyond age 65, for ex- 
ample, to continue his savings pro- 


gram with resulting higher income 
benefits. 
Manufacturers Life participating 


policyholders who in the future elect 
to change from any cther dividend 
option to paid-up additions may do so 
without evidence of insurability. 


New Holding Company 


Acquires Texas Insurer 


A combination of interests includ- 
ing stockholders of American Life & 
Casualty, Fargo, and investors as- 
sociated with Lehman Brothers, New 
York investment bankers, have ac- 
quired controlling interest in Old Na- 
tional Ins. Co. of Houston and a related 
corporation, Old Southern Trust Co. 
The interest was acquired by a direct 
purchase from majority stockholders 
of Old National and Old Southern. 

Shares of all companies have been 
deposited in a holding company, Amer- 
ican Life Companies Inc., Fargo. Of- 
ficers of the holding company antici- 
pate the acquisition of other life in- 
surance properties. 

Newly elected directors and officers 
of Old National are Harold W. Bangert, 
chairman; G. A. Anderson, president; 
Curtiss T. Olson, vice-president. 
W. H. Delaney, former vice-president, 
has been elected executive vice-pres- 
ident and director, and Fred Johnson 
has been named secretary, actuary and 
director. 

The combined companies have ap- 
proximately $60 million of life in force 
and an A&S premium income of 
$2,500,000 and assets of approximate- 
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Over 
$%, Billion of 
Life Insurance 
in Force. 


Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
Hamilton, Ontario 














H. P. SKOGLUND, Presdent 





What’s your Investment 
Quotient? 


Before you rule yourself out of the investment 





m) class, think a minute. You work year after year 
———<—$s4 for money. Then all of a sudden you stop—and 
HELP in paving the somehow or other money has got to st-rt working 
way for successful in- for you. 
terviews is provided That automatically makes you an investor. 
North American field Whatever money you've put to work is an ine 
men by newspaper ads vestment—and your income is the “return” it 
- re arin g produces. The problem almost everyone shares 
like this appe these days is how to build a big enough invest- 
nationally in Nalac ment to have a big enough return to enjoy 
markets. : those hoped-for leisure years. ' 
It’s one way Nalac . What are the choices? There are four major types 
CONFIDENT LIVING of investment. Two come to mind quickly—stocks 
approach is working to and bonds. A third is property. And an often overs 
assure CON FIDENT looked fourth is life insurance. Under the best con- 
SELLING for its men. ditions, stocks, — and real estate require both 
Complete portfolio of large ‘amounts of capital and considerable finan- 
d S&A Ask for cial know-how”. A few, perhaps, could acquire 
Life an y the know-how, if the large blocks of money would 
Brochure BO-321. just come their way. But windfalls are rare, so 
: Pa the answer for nearly everybody must be accumu 
*Exclusive North American lation on the instalment plan. 

















Being realistic, the one sure way of having an 
estate is through life insurance. Life insurance 
is the only form of property that will create 
an estate for you right now, will assure you an 
income after retirement and give you absolute 
guarantees that income will never run out. 
That's why I think life insurance is the aver- 
age man’s smartest investment. Your North 
American representative can prove this out 
fer you in terms of your own investment 
program. Make use of his experience; he'll be 
glad to talk with you! 






eyge Call on the North American repre 
- sentative in youg 






NORTH AMERICAN 
Life and. Casualty Company 


H.P.Skoglund—President J.E.Scholefield, CLU—Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 








ly $6 million. 





@ Available for you— loans on your renewal 
commissions—for additional working capital, 


for business expansion, for personal use. 
Prompt, efficient, confidential service, from an 


organization that understands the needs and 
assets of life insurance underwriters. 


Life Underwriters Service Corporation 


Mail this 


Coupon 
today 





Life Underwriters Service Corp. 
Security Bldg., Denver 2. Colo. 


I am interested in your service. Please send further 
information, at no obligation to me. 


Address_______ ee me SE Se are aes 
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Business In Force 
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Prudential _....... 28,187,345 20,759,217 
Secur. Mut., N 3,646,216 2,046,535 
Teachers 1.&A. . 292,758 221,477 
Union Labor .... 6,143,987 5,054,184 
Union Mutual 1,757,090 1,152,810 
United Mutual ... 15,768 494 
United States 5,694,152 3,681,927 
Unity Mutual ..... 633,300 229,534 
Victory Mutual 25,792 7,897 
Zurich i 2,681 





pots 163,922,421 135,613,032 
..13,474,534 11,765,783 


976,885 815,921 
10,494,503 9,165,391 
5,525,000 4,310,301 
643,070 596,001 


Hosp. Serv., Western N. ¥.23,012,880 17,452,695 
re 14,212,260 10,771,381 





MEDICAL INDEM. & DENTAL 

Central N. Y. Med. 4,085,336 2,830,925 
Chautaugua Region . 325,971 231,060 
Dental Insur. Plan 300,542 87,209 
Genesee Valley .......... 6,488,803 5,273,333 
Group Health Dental ........ 321,069 134,076 
Group Health Ins. ............... 13,455,767 9,658,301 
ealth Plan Greater N. Y. 16,153,900 
2,228,321 

180,624 





2,667,678 
49,087,865 
10,259,105 


United Med. Ser. .... 
Western N. Y. Med. .. 





"12,769,455 


25% Gain For Combined Group 
Premium volume of Combined of 
Chicago group was $9,886,103 in the 
three months ended March 31. This 
Tepresents an increase of 24.9% over 


the $7,914,248 in the comparable 1959 
quarter, 


LIFE INSURANCE EDITION 


New Need To Keep Eye On Usury Laws 


(CONTINUED FROM PAGE 1) 
ing of Assn. of Life Insurance Counsel 
at White Sulphur Springs. 

The hazard is that an interest rate 
that is safely below the 6% permis- 
sible maximum in these states will be 
held to have exceeded the limit be- 
cause of “extras” like service charges, 
commissions, loan closing charges, and 
charges for prepayments. 


Spotlighted By FHA Rate Boost 


The question was brought into the 
spotlight last year when the FHA rate 
went to 53%%. The question arose 
whether the usual half of 1% “insur- 
ance” charge paid by the lender and 
charged to the borrower should be re- 
garded as interest or not. 

States having 6% top interest limits 
are Delaware, Kentucky, Maryland, 
New Jersey, New York, North Caro- 
lina, Pennsylvania, Tennessee, Ver- 
mont, Virginia and West Virginia. 
Some of these have exemptions in 
their usury laws to take care of FHA 
loans. Tennessee has no exemption 
statute but the state’s highest court 
last March held that the extra one- 


half of 1% is not part of the interest 
payment. 

In Mississippi there is an 8% limit 
but any loan with more than a 6% rate 
has to pay a special tax. Legislation is 
pending that would raise the rate to 
8% before the tax would apply. 

Of the 6% limit states listed above, 
Virginia has just passed an FHA ex- 
emption law. In Maryland the attor- 
ney-general has ruled that the FHA 
charge is not interest, but this could 
be upset by a court case. 


Michigan Law Confusing 


Michigan has a somewhat confusing 
law. For one thing, contrary to the 
general rule, ordinary loan closing ex- 
penses are deemed to be included in 
the interest rate charged. The maxi- 
mum allowed is 7% by contract but 
if a loan is contracted for at a lower 
rate, say 442%, then that becomes the 
legal maximum and _ should include 
the usual loan closing charges. 

It is therefore important in Michi- 
gan loans to get the borrower to agree 
in writing to pay these items. If they 
are taken into account in drawing the 


1] 


contract, there should be no problem 
as long as total charges do not exceed 
the 7% limit. 

In the District of Columbia there is a 
licensing problem that is confusing. 
The usury law permits a lender to go 
to 8% by contract but refers to a li- 
censing act that has to be complied 
with. Under this act, if a lender goes 
above 6% and is not exempt, the con- 
tract might be void and unenforce- 
able. 

In many states the usury limits 
do not apply where the borrower is a 
corporation. 


D.C. Agents Elect Dorman 

Wayne E. Dorman, general agent 
of Penn Mutual Life, has been elected 
president of Washington, D. C., Life 
Underwriters Assn. 

Other officers elected were Quen- 
tin C. Aanenson, Mutual of New York, 
lst vice-president, and Frank Ridge, 
Mutual Benefit Life, 2nd vice-presi- 
dent. 

Directors elected were George W. 
Graves, New England Life; Paul Gib- 
son, Sun Life of Canada, and Richard 
Hynson, Home Life of New York. 








Attractive 
uvenile Contracts 




















fieldmen. 


The 


With his complete line of juvenile con- 
tracts, the LNL man can sell the Junior 
Estate Builder, educational endowments, 
ordinary or limited pay life, endowment at 
65, short-term endowments, and single- 
premium life or endowment plans. These 
policies are issued from date of birth. The 
popular payor benefit is available even to 
substandard risks. 


This complete line of liberal juvenile 
contracts provides another reason for our 
proud claim that LNL is geared to help its 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 
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VAIC Annual Program Is Ready 


CONTINUED FROM PAGE 2) 

f Washington—Examinations manual revision 
subcommittee report; uniform examination 
program for employe welfare funds subcom- 
mittee report; modification of examiners 
qualifications. 

9-10:15: Non-profit hospital and medical 
service associations committee, Smith of Penn- 
sylvania—Problems of reimbursement formula 
between hospitals and service associations 
subcommittee report; subcommittee to study 
greater standardization of Blue Cross and Blue 
Shield regulations report; uniform individual 
A&S policy provision law, other insurance 
provision and overlapping benefits (Maine). 

10:30-11:30: First Plenary session, Hammel 
of Nevada presiding. 


At 


Kansas City Life 


... and in his 
Community 


The Agent Is 


At Kansas City Life the Agent is 
Key Man. He is also a Key Man in 


his Community. 


An outstanding example of this broad con- 
cept of the “Key Man” is K. E. “Andy” 
Anderson of Sterling, Colorado. 


As leader in Number of Sales with Kansas 
City Life in 1959, Mr. Anderson was in- 
stalled as a Vice President of our Presi- 
dent’s Club, when that group held its 
annual Seminar at New Orleans this April. 
He previously held this office in 1954 and 
1957. His Company honors have been many 
including qualifying for the President’s 
Club in each of the 13 years he has been 


with the Company. 


Mr. Anderson is a Life and Qualifying mem- 
ber of the Million Dollar Round Table and 


KANSAS 
INSURANCE 


HOME OFFICE / BROADWAY AT ARMOUR / KANSAS CITY, MISSOURI 
REPRESENTED IN 41 STATES AND THE DISTRICT OF COLUMBIA 


1-2:15: Accident and health committee, 
Hayes of Louisiana—Regulation of advertising 
subcommittee report; subcommittee to study 
rentals paid at terminals by insurance com- 
panies report. 

1-2:15: Valuation of securities committee, 
Sullivan of Washington— Valuation of securi- 
ties subcommittee report 

2:15-3:30: Blanks committee, Howell of New 
Jersey—Report on meeting 4/4-7/60; title and 
mortgage guaranty blank subcommittee report. 

2:15-3:30 NAIC financing committee, Musser 
of Oregon—Interim report of 2/25/60. 

3:30-4:45: Laws and legislation committee, 
Gerber of Illinois—Organization, ownership 
and certification of insurance companies sub- 
committee report; subcommittee to study and 


review state laws necessary to state regulation 
report. 

3:30-4:45: Life insurance committee Leggett 
of Missouri—Variable annuities and pension 
plan funding subcommittee report; subcom- 
mittee to study use and application of mini- 
mum group life rates under state law report; 
industrial mortality table study subcommittee 
report; standard non-forfeiture law and stand- 
ard valuation law, study of proposed amend- 
ments subcommittee report; status report on 
new mortality table legislation. 

Wednesday, June 1 

9-10:15: Insurance on installment sales and 
loans committee, Larson of Florida—Insurance 
problems in connection with installment sales 
and loans subcommittee report; credit life and 
credit A&H model bill legislation subcommit- 
tee report. 

10:15-12 Preservation of 


state regulation 










6 
the National 


committee. 


“Andy is in 
Sterling.” 


It can truly be said that K. E. “Andy” 
Anderson is a Key Man to his community 
as well as to Kansas City Life. 













Quality Award will be his 
for the eighth time this year. He is active 
in his local Life Underwriters Association 
and has served as a member of the national 


At Sterling he has been a Director of the 
Chamber of Commerce, and, as an officer 
of the Boating Club, he was instrumental 
in providing good boating facilities. His 
list of activities is lengthy...as his Gen- 
eral Agent, J. T. Allen, Denver, puts it... 
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practically everything in 
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committee, Knowlton of New Hampshire, and 
Federal liaison committee, McConnei! of (aj. 
fornia, joint meeting—Report of Previous 
meetings; review of status of Senate investiga. 
tion; consideration of future activities, 

2:30-4:30: Conference of NAIC members ang 
their staffs with Robert T. Secresi commis. 
sioner of the Federal Trade Commission, 

Thursday, June 2 

9-11: Executive committee, Parker of Virgi. 
nia—Executive committee report meeting of 
2/25/60; future NAIC meeting sites subcom. 
mittee report; operations of the executive 
secretary’s office subcommittee report; blank; 
committee report; preservation of state Tegula- 
tion committee report; NAIC financing com. 
mittee report; audit report of executive sec. 
retary’s office; executive secretary’s : 
appropriations for fiscal year 5/31/60-6/1/8). 
selection of executive secretary. ; 

11-12:Meetings of zones 1, 3, 5. 

1-2: Meetings of zones 2, 4, 6. 

2:30-4:30: Second plenary session, Hammel 
of Nevada presiding. 

Friday, June 3 

9:30-11:30: Plenary executive session, Ham. 

mel of Nevada presiding. 





Conventions 


May 13-14, New England General Agents 4 
Managers Assn., management conference, 
New Ocean House, Swampscott, Mass, 

May 16-18, Insurance Accounting & Statistica 
Assn., annual, Hotel Sherman, Chicago. 

May 16-18, Health Insurance Assn., annual, 
Statler Hilton Hotel, Dallas. 

May 19-20, New York State Life Underwriter 
Assn., spring delegate meeting, Sheraton 
Hotel, Rochester. 

May 19-23, MDRT annual, Hawaiian Village 
Hotel, Waikiki Beach, Hawaii. 

May 25-27, Life Insurers Conference, annual, 
Roosevelt Hotel, New Orleans. 

May 30-June 1, American Life Convention, 
medical section, The Greenbrier, White Sul. 
phur Springs, W. Va. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Fairmont Hotel, San 
Francisco. 

June 1-2, Home Office Underwriters Club of 
the Western States, annual, Del Monte 
Lodge, Pebble Beach, Cal. 

June 15-18, International Assn. of A&H Un- 
derwriters, annual, Conrad Hilton Hotel, 
Chicago. 

June 22-25, Texas Life Underwriters, Browns- 
ville. 

July 7-9, International Assn. 
Counsel, annual, The Greenbrier, 
Sulphur Springs, W. Va. 

July 17-20, Consumer Credit Insurance Assn., 
The Greenbrier, White Sulphur Springs, 

W. Va. 

July 21-23, National Assn. of Life Companies, 
annual, Skirvin Hotel, Oklahoma City. 

July 25-29, National Insurance Assn., annual, 
Sheraton-Cadillac Hotel, Detroit. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 

August 24-27, Federation of Insurance Coun- 
sel, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 11-16, National Assn. of Life Under- 
writers, annual, Statler & Mayflower Hotels, 
Washington, D. C. 

Sept. 18-21, International Claim Assn., annual, 
Whiteface Inn, Whiteface, N. Y. 

Sept. 21-23, Life Insurance Advertisers Assn., 
annual, Essex House, New York. 

Sept. 26, Fraternal Actuarial Assn., annual, 
Queen Elizabeth Hotel, Montreal, Canada. 
Sept. 26-28, National Fraternal Congress, an- 
nual, Queen Elizabeth Hotel, Montreal, Can- 

ada. 

Sept. 26-28, Life Office Management Assn., 
annual, Royal York Hotel, Toronto, Ont, 
Canada. 

Sept. 28-30, Society of Actuaries, annual, Edge- 
water Beach Hotel, Chicago. 


||+Service Guide. 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 
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Planning — Page Designing — Preparation 
Proof Reading — Production — Covers 
FAST «© ECONOMICAL 
DUNCAN anv COPELAND. INC. 


1038 W. Peachtree St., NW ¢ Phone TR 3- 
tt Atlanta 9, Georgia 
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Equitable Life 
Ww. M. Noland, manager of personnel 
lary administrations, has been ap- 
inted director of manpower develop- 
ment; E. D. McDougal, assistant per- 
sonnel manager, has been named 


' state regula. 
nancing com. 
XeCUtive sec. 
lary’s Teport; 
/31/60-6/1/8). 


manpower planning assistant; J. E. 
Floro, manager of departmental Staff 
services for group, has been appointed 
to replace Mr. Noland; and E. J. 
young, staff specialist in group, be- 
comes manager of staff services in the 
group department. 

Dr. Warren Bravemen has been 
appointed an assistant medical direc- 
tor. He has been teaching and doing 
research work at Cornell University 
medical division. 


Great Southern Life 

B. R. Respess has been appointed 
personnel and public relations di- 
rector. He has been personnel direc- 
tor since 1957 and assumes the duties 
of William Sexton, who has retired as 
vice-president and public relations 
director. 


ion, Hammel 


ession, Ham. 
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al Agents & 
conference, 
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ssn., annual, 


Indianapolis Life 
Carroll G. Priem has been named 
superviser of home office agencies. 
He will assist Weymouth Fogelberg, 
director of home office agencies, in the 


Underwriters 
&, Sheraton 


iian Village 


nce, annual, 


Convention, | development of agencies in Indianapo- 
| White Sul | 5. 

f I . 

t Hotel, San Mutual Trust Life 

ers Club ot | Philip F. Embury has been appointed 
Del Monte 


director of sales. He was formerly 
district manager of Northwestern Mu- 


f A&H Un- 

iIton Hotel, | tual at Rochester, Minn. 

~~ New England Life 

In . ; Re : 
ier Win | Richard DeFeo, in addition to his 


duties as production scheduling super- 
visor in the methods and procedures 
department, will also be assistant 
electronic data processing manager. 


ance Assn., 
ir Springs, 
Companies, 
City. ; f F 
n., annual, Lincoln National Life 

W. E. Marks has been promoted to 
assistant manager of agency publicity 
and publications. He joined the ad- 
vertising department in 1957. 


on of Com- 
ganizations, 
_ Montreal, 


ance Coun- 

otel, Phila- 
Prudential 

R. P. Warlick has been appointed 

associate investment manager. He has 

been head of the securities unit for 

Federal Deposit Insurance Corp. 


Sun Life Of Canada 


P. R. MacGibbon, assistant treasurer, 
has been appointed resident treasurer 
in Great Britain to succeed A. R. 
Hicks, who returns to the home office 
as associate treasurer. 


Provident Life & Accident 
E. F. Randolph has been named 
group agency assistant. He has been 
group department director with Liber- 
ty Life. 
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Early American, Ind. 
Nelson C. Currier has been promoted 
to president. He has been executive 
vice-president. 


Monumental Life 

D. K. Bartlett III has been appointed 
stoup actuary. He has been group 
actuarial supervisor with State Mutual 
yration Life. 

vers R. J. Hurley has been appointed 
assistant manager of group sales. He 
has been with Travelers at Baltimore. 
G.R. Shea, manager of group sales, 


INC. 
TR 3-3785 
a 








LIFE INSURANCE EDITION 


Home Office Changes 


has been appointed manager of the 
group insurance department. He will 
also continue to supervise sales activ- 
ity. 


National Old Line 
Winthrop Rockefeller, prominent Ar- 
kansas business man, has been named 
a director. He was reported incorrectly 


in the April 30 issue as being named 
to the board of Old Line Life. 


UNITED RESERVE LIFE of Billings 
has named J. L. Mellor president, 
succeeding L. D. Newey who has re- 
signed for reasons of health. 


ASSOCIATES LIFE of Indianapolis 
has named C. R. Ray, executive vice- 
president to the board. 


CONTINENTAL AMERICAN LIFE 
has promoted T. W. Reed to vice- 
president; A. J. Kretschmer Jr. to 












a 
WHAT 
MAKES A 


13 


actuary and J. S. Rosenbaum to as- 
sistant secretary and assistant treas- 
urer. 


EDUCATORS OF AMERICA has 
named T. J. Van Dorn assistant vice- 
president. He has been with Occidental 
Life of California and Continental 
Casualty. 





Walton T. Carter Jr., Valdosta, Ga., 
has become the first agent of Hartford 
Fire to qualify for the President’s Club 
of Columbian National Life, a Hart- 
ford affiliate. 
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is held in its own industry. 


ers, and all company personnel. 


great company. 


Cyquilable LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867 - DES MOINES 


423 f) 


gsi, 


There is no universal yardstick for 
measuring a life insurance company’s 


the 







Our yardstick requires a well-bal- 
anced quantity of all these factors. And 
most importantly, the highest regard for 
operating principles assuring the utmost 
in benefits for policyholders, stockhold- 


We feel that strict adherence to this 
yardstick has made the Equitable Life 
Insurance Company of lowa a truly 




















FOR YOU 


Well-balanced General © 
Agent’s Contract 
providing liberal 
overwriting and liberal 


AGENCY-BUILDING OPPORTUNITIES in: 


Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 


Changes In The Field 


Prudential 
T. W. Ward, district group manager 


at Pittsburgh, has been appointed 


district group supervisor there. E. F. 
Kachline, who has been in the group 
offices at Rochester and Buffalo, has 
been appointed manager 
pensions at Philadelphia. 
P. D. Byers, associate manager at 


of group 


FizeNATIONAL UNDERWRITER 


ence with Prudential, succeeds R. F. 
Hays, who is relinquishing his general 
agent responsibilities. Mr. Wright en- 
tered the business with Lafayette Life. 

New supervisors are E. E. Bowman, 
Mariin agency, Miami; D. L. Hetrick, 
Bradshaw agency, Lafayette, Ind.; and 
R. F. Thompson, Mellinger agency, 
Akron. 


Provident Mutual Life 


The Hammer and Green agencies at 
Boston will merge July 1, at which 
time J. H. Frye Jr., manager at Port- 
land, Me., will become manager of the 


Cleveland, has been promoted to man- 
ager at Cincinnati to succeed the late 
T. W. Owens. 


Lincoln National 
R. D. Vrzal and H. E. Wright have 
been appointed general agents at 
Wichita and Champaign, IIl., respec- 
tively. Mr. Vrzal, who has had experi- 





xpense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 


Washington, D.C., and West Virginia. 


Co 






ESS STRIKE IT RICH! 


You can “Roll a Strike’’ every time with Columbus 

Mutual’s Agent’s Contract, Induction Program, 

and Sales Packages —because your agents make 

money and you make money with: 

Top Commissions on Leading Par and Non-par Policy Contracts. 
Vested Renewals. 


Higher Lifetime Compensation in Service Fees. 


| 
| 


Non-Contributory Pension Plan. 
Free Group Life Insurance. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. _ 
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MUTUAL'S} 


Agent's Contract 
Induction Program 
Sales Packages 
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~ COLUMBUS MUTUAL 
Life Insurance Company 


Columbus 16, Ohio 
nes, President : Fred C. Adams, Sup’t. of Agents 
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combined agency; A. M. Hammer 
Boston general agent, wil! becom 
general agent emeritus, and Ww, q 
Green, manager at Boston, wil] be 
named manager of a new agency a 
Oklahoma City. Mr. Frye is a CLU 
Mr. Hammer joined Provident Mutual 
in 1914 and has been general agen 
since 1922. His father preceded him as 
general agent and his sons, Alex J; 
and Thurston H., are members of the 
agency. 


John Hancock 

G. H. Michal, field assistant at the 
home office, has been appointed gen. 
eral agent at Boise, Ida. He is a CLy 

H. J. Peterson, assistant distric, 
manager at Tampa, has been Promoted 
to district manager at Fort Wayne, to 
succeed C. L. Mitchell, who has been 
appointed general agent there {fo 
Mutual Benefit Life. 

R. A. Secrist and H. C. Morrison, 
field assistants at the home office 
have been assigned to the westem 
home office in San Francisco as as. 
sistants to R. E. Dye, superintendent 
of general agencies. Mr. Secrist is q 
CLU. 


Occidental Of California 


Norman Mykles has been appointed 
general agent in Stockton, Cal., suc. 
ceeding F. B. Alldredge, who retire 
after more than 33 years with the 
company. Mr. Mykles has been a 
Stockton since 1947. 


Pacific Mutual 


P. M. Flaherty has been named 
assistant manager of the San Francisco 
group office. He started with Pacific 
Mutual in 1957 after having been field 
representative of General Motors Ac- 
ceptance Corp. in Denver. 


Northwestern National 
D. P. Waslif has been appointed 
manager at San Mateo, Cal. He has 
been field supervisor at Minneapolis. 


New England Life 

C. A. Colby, manager at Wichita, 
and L. D. Wells, manager at St. Paul, 
have been promoted to general agents. 
Mr. Colby has also been supervisor at 
Topeka. Mr. Wells is legislative chair- 
man of the Minnesota Life Under- 
writers Assn. 


General American Life 
J. O. Wiggins has been appointed a 
general agent in the Houston multiple 
agencies. He started with Prudential 
in 1947 and has been serving as as- 
sociate manager in Houston for Gen- 
eral American. 


Phoenix Mutual Life 


J. N. Mazzeo has been named man- 
ager of the Gotham agency in New 
York. He has been director of group 
sales for United States Life. 

W. R. Proctor has been appointed 
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O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 
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IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGER ASSOCIATES 
52) FIFTH AVENUE 


ONE NORTH LASALLE ST. 


CHICAGO 2, ILLINOIS NEW YORK 17,N1 
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manager at Toledo to succeed Michael 
Fogoros JT. who becomes associate 
manager. Mr. Proctor has been in 
management training at Pittsburgh, 
Nashville, Chicago and Milwaukee. 


Colonia! Life 


T. H. Bartley Jr., field manager at 
Harrisburg, has been named manager 
there. ’ 

Joseph Torres, former home office 
inspector, has been appointed man- 
ager at Camden to succeed Reuben 
Hill, who has retired. 

Jerome Capone, manager at Brook- 
lyn, has been transferred to San Juan, 
P. R., to succeed T. W. Davis, who has 
retired. 

Anthony Cardace, manager in Man- 
hattan, has been transferred to Brook- 
lyn to succeed Mr. Capone. 


United States Life 


Appointed general agencies are: 
The Karpel agency in Rochester, 


headed by L. M. Karpel, who has been 
a general agent with Continental 
American. 


The Ed Ryan & Sons agency in 
Troy, N. Y., with Frederick Ryan sup- 
ervising the life and A&H depart- 
ments. Mr. Ryan started in the life 
business in 1949, setting up the agen- 
cy with his father; he joined Monarch 
Life in 1957, but returned to the 
agency last year. 
The Riebel agency in Fresno with 
§. F. Riebel as principal. Mr. Riebel 
has been a general agent for State 
Mutual Life in Oklahoma City and 
Fresno. 


Franklin Life 


E. O. Gordon has been appointed 
manager in Wildwood, N. J. He began 
his career with Metropolitan in 1956. 
R. A. Schlangen has been promoted 
to area manager in Winter Park, Fla. 
He has been serving as general agent 
there. 


Indianapolis Life 


D. Griffin has been appointed gen- 
eral agent in Chattanooga. 


Columbian National Life 
D. F. McCormick and S. D. Hannigan 
have been appointed managers at New 
York and Hempstead, N. Y., respec- 
tively. Mr. McCormick has been an 
agent and in brokerage work at New 
York with Travelers, Union Central 
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Life and Manhattan Life. Mr. Hanni- 
gan has been assistant resident super- 
intendent at New York for Colonial 
Life. 


North American Life, A.&H. 


Rathbone, King & Seeley of San 
Francisco has been appointed general 
a‘ent. It is the oldest and one of the 
acgest general agents on the west 
coast having been in business since 
1849, and maintains offices in Los 
Angeles, Seattle and Portland. 


HOME SECURITY LIFE of Durham, 
N. C., has named W. D. Rush group 
manager of a new office in Charlotte. 
He was formerly with the Raymond 
Hage & Co., insurance consultants. 
W. T. Dixon Jr. has been appointed 
group manager in Durham. He joined 
the company as group representative 
in 1959. 


EASTERN LIFE has appointed A. M. 
FP senblatt general agent at Monticello, 
N. Y. He has been brokerage super- 
visor of Manhattan Life. 


Mutual Of N. Y. Increases 
Non-Medical Limits, Some 
Plan Ceilings Are Doubled 


Mutual of New York has increased 
its non-medical limits on all perman- 
ent plans except the Executive Equity 
policy and decreasing term policies. 
Some of the new limits are double the 
old ones. 

Mutual will offer level term up to a 
$10,000 limit without examination for 
the 15-35 age group. 

On permanent plans without insur- 
ability riders, the company has raised 
the previous $15,000 limit to $30,000 
for all ages through 25, and to $25,000 
for ages 26-30. It has boosted the limit 
from $10,000 to $15,000 for ages 31-35 
and doubled the old $5,000 limit for 
ages 36-40. 

All new limits apply to female risks, 
except for married dependent women, 
who may continue to be written non- 
medically for half the regular limit as 
long as their husbands carry at least 
an equal amount of coverage. 





Aetna Life’s group office at Colum- 
bus, O., headed by John C. Meloy, 
manager, and the Holmes agency have 
moved to the recently expanded offices 
of the Aetna Casualty agency. 
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DOUBLE 
INSURANCE WITHOUT EFFORT 
LIFE AND CASUALTY’S CHECK-O-MATIC 


2K Makes the monthly payment of insurance pre- 
miums completely automatic . 
never lift a finger, move a pen or stick a stamp. 


Check-O-Matic insures that those in- 
surance premiums will be paid WHEN 


IT’S AUTOMATIC 


JOY 


. . so that you 















Prospecting 


Short term trip accident policies are great little friend- 
winners. Our agents write hundreds of thousands of 
TRIPMASTER policies every year — and collect commis- 
sions on every one. But that's only part of it. 


Every buyer of an accident and baggage policy needs 
other kinds of insurance coverages too. Can you think of 
a better way of latching on ta a never-ending parade 
of prospects — for property insurance — liability — 
disability income — major medical or hospital? 


If your agency has no short-term trip accident program, 
why not write for information about TRI PMASTER 
(and other leading Acco health insurance programs). 


TRIPMASTER policies are issued’ for any period from one 
day to six months. Protection is world wide. Accidental 
Death and Dismemberment limits are $5,000 to $50,000. 
Accident Medical Expense limits $500 to $5,000. Baggage 
$100 to $1,000. 


AMERICAN CASUALTY 
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FieNATIONAL UNDERWRITER 


Stirs Concern For Individual-Policy Pension Trusts 


(CONTINUED FROM PAGE 1) 
ings be postponed and additional time 
for preparation allowed. 

“Request that any decision with re- 
spect to separate owner-manager li- 
mitations not be deemed prejudicial 
to determination with respect to self- 
employed. If in committee’s judg- 
ment this communication is within the 
purview of the May 11-12 hearings, 
request that it be made a permanent 
part of the record of these hearings.” 

A statement on the H.R. 10 situation 


<The 


NORTH AMERICAN COMPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET + CHICAGO 4 «+ ILLINOIS 


and the Senate finance committee 
hearings was issued by Mr. Arden 
and James Deering, independent, New 
York City, chairman of the AALU 
legislative committee. After reciting 
the background of H.R. 10 and the 
fact that the May 11-12 hearings rep- 
resent the first chance for the public 
to testify on the Treasury proposal, 
the statement continues: 

“The Treasury recommends that a 
number of restrictions, including limi- 
tations of benefits available to own- 


ers-managers of closely held corpora- 
tions, be placed upon qualified pen- 
sion plans. 

“The Senate finance committee is 
willing at the moment to take public 
testimony only on the owner-manager 
aspect. This restricted approach can 
serve to cripple the two major in- 
terests of life insurance salesmen in 
H.R. 10. The Assn. of Advanced Life 
Underwriters, ever since its origin 
three years ago, has been attempting 
to gain coverage under H.R. 10 for life 





Operating in 48 states and District of Columbia 


Report From Chicago: 





To Alice in Wonderland, the Red Queen said: 
“Now, here, it takes all the running you can do 
to keep in the same place. If you want to get some- 
where else, you must run twice as fast!”’ 


Running hard just to ‘‘keep in the same 
place” need not become a way of life. In 
1960, The North American’s life sales (indi- 
vidual, ordinary) are 200% ahead of 1959.: 
A year ago, they were 200% of the year 
before. ‘‘Twice as fast’’ is the rule here. 

Of course, the wise Red Queen knew that 
to run “‘twice as fast,’’ one must aspire to 
“‘get somewhere else.’’ At The North Amer: | 
ican, for instance, time-proved Tetal-Quality* 
has been fused with modern, professionally 
tested total-merchandising. Together they 
command absolute sales’ authority. Today 
they move ‘‘twice as fast.”’ 

Whatever the aim may be in life insurance 
sales, The North American’s positive per- 
formance spells success. 

To be sure, all creatures of Wonderland 
really did not aspire beyond ‘‘the same 
place.’ But Alice moved ‘‘twice as fast’’— 
and soared to exciting new riches! 

And Alice was just a little country girl 
whose only star was faith. 


*T otal-Quality is the mark of distinguished 
products by North American since 1886. 
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insurance salesmen and to deve, 
the broadest scope of the legislat, 
so that it can be used as a Vehicle {o, 
increased sales of life insurance, — 

“One of the largest areas of life ip. 
surance sales to qualified plans jp. 
volves those plans which are set m 
by closely held corporations. The life 
insurance industry now faces a i, 
turbing dilemma. If a SUCCEssfully 
vigorous argument is made on behali 
of eliminating the proposed Treasy,, 
restriction on qualified plans, t, 
Treasury may then remove its approy. 
al of pension benefits for the sey. 
employed. On the other hand, if th, 
limited restrictions are enacted in th 
law, the insurance sales value 
qualified plans will be severely dam. 
aged. 

“It is too early to predict accurate}, 
the form of eventual legislation if, in 
fact, such legislation is passed. Unt) 
proposed statutory language is mag 
available to the public so that a bette 
assessment of the situation can j 
made, the life insurance industry has, 
duty to bring to the committee’s a. 
tention the practical interdependeng 
of the two areas, i.e., the owner-man. 
ager on the one hand and the self-em. 
ployed on the other. 


Cites Duty To Public 


“The Assn. of Advanced Life Under. 
writers has attempted to discharge it; 
part of the obligation through a tele. 
graphic communication to the com. 
mittee, requesting that the public 
be given an opportunity to air its views 
with respect to the situation of the 
self-employed and that the committe 
not allow a decision with respect t 
one to prejudice consideration of the 
other. 

“While there is some disagreement 
within the life insurance industry it- 
self concerning the approach to HR. 
10 that would be most beneficial, it is 
clear that the industry has a public 
duty to bring relevant problems to the 
attention of the Congress.” 





Chicago Accountants 


Elect Johnston President 


Walter Johnston, Continental As- 
surance, was elected president of 
greater Chicago chapter of Insurance 
Accounting & Statistical Assn. at the 
annual meeting. Other new officers are 
M. J. Younker Jr., Hartford Fire, vice- 
president; A. J. Regenburg, Allstate, 
secretary, and Robert E. Bradley, 
American Manufacturers, treasurer. 

Speakers and their subjects were 
Thomas Mott, vice-president of Repub- 
lic National Life, “Budgets, Why, When 
and How;” and E. Stuart Files of A.T. 
Kearney & Co., Chicago management 
consultants, “Reduction and Control of 
Office Costs.” 

Conducts Claim Seminar 

A claim seminar of Standard 0 
Tulsa was attended by 50 field and 
home office personnel. Speakers in- 
cluded Justin B. Harris, director o 
rehabilitation General Re; Charles fF. 
Holmans of Assn. of Casualty & Sur- 
ety Companies; Wesley J. Kinder. 
assistant secretary of Standard, and? 
number of attorneys and doctors. 


ACTUARIES 
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Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 
Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 67614 
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(CONTINUED FROM PAGE 2) 
as being too generalized, asserting 
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alone, Work Together,” was executed 
by the other speakers, who concen- 
trated on ways and the necessity 
of creating acceptable ideas which 
will help top management. 
The best thinking is done alone, 
according to Jay Leavell, Guaranty 
savings Life, who said he thought too 
much of the thinking process today is 
turned over to committees. In a talk 
interspersed with homey Southern 
wit, he defined in reverse order each 
of the letters of the word “Think” to 
fit the advertiser’s situation. 
K—Knowledge. One must know 
what he wants and what he believes; 
hence, he should think for himself. 
N—Normalcy. Think in terms of 
long range plans and not from crisis 
to crisis. 
I—Me. After knowing what he and 
the company want, one should take 
steps to put it into operation. “Watch- 
in’ ain’t helpin’,’ Mr. Leavell re- 
marked. “It’s action that counts.” 
H—How to. Help the agent by pro- 
viding him with aids that will show 
him how to sell. 
T—Top. Advertising men are top 
executives because the image they 
project of the company is the image 
the public and employes receive. 
Mr. Leavell told his listeners that if 
they followed these lines, they 
wouldn’t “need a thinking man’s filter, 
because they will already have filtered 
to where a thinking man belongs— 
at the top.” 


Relays Verbal Check List 


Edwin P. Leader, Bankers Life of 
Iowa, relayed a verbal check list of 
“think starters” which he had ob- 
tained at the Western Round Table 
meeting. He queried his listeners on 
anumber of ways they could contrib- 
ute to top mamagement by creating 
ideas on improving public relations 
and the total marketing concept. 

“There will be a big question in the 
minds of some of you which will run 
like this: ‘If I did have a bright idea 
in some one of these areas rather re- 
mote from my activities, how would 
I present it with any hope of getting 
it across?’ ” 

He said there is no magic answer 
to the question. “However, if you 
are the truly creative person you con- 
sider yourself to be, I believe you will 
find a way—right for you, right for 
your company, right for that particu- 
lar situation. 

“I recognize that creative thinking 





LIFE INSURANCE EDITION 


is needed to sell creative thinking. 
That’s the sort of challenge that is 
supposed to have interested us in our 
jobs,” Mr. Leader said. 

Top management of most companies, 
according to D’Arcy W. Dolan of Im- 
perial Life, operates with an open door 
policy and is receptive to ideas which 
will benefit the company. However, 
top management “must fit the idea 
into a much larger mosaic,” he said. 
Cost is always a prime consideration, 
and then, too, the idea-project may 
not fit in with the company’s long 
term plans. 

In his talk, “Death of an Idea,” he 
emphasized that advertising men 
“must not always interpret executive 
coolness as_ closed-mindedness” but 
must understand that there are con- 
ditions, methods and _ circumstances 
which may develop a better appreci- 
ation and more ready acceptance of 
the project. Such a climate may be 
created by (1) complete preparation, 
particularly, good research; (2) com- 
parisons with what others are doing; 
(3) some showmanship, and (4) an 
all round good selling job. 


Gives Eight Suggestions 


Mr. Dolan enumerated eight sug- 
gestions which should be considered 
when presenting an idea to the boss. 

1. Show that there is a job to be done, 
that it is not being done now, or is 
not being done satisfactorily. 

2. Use visual aid presentation to 
introduce ideas, presenting them sim- 
ply and in language the executive is 
familiar with. 

3. Compare the idea with what 
competitors are doing. 

4. Find out what the field force is 
using, what it wants and what its 
marketing problems are. 

5. Proper timing of a proposal will 
influence its reception. An idea that 
is unsalable today may be the center 
of interest next month. 

6. Do the best possible job from 
the standpoint of layout, copy and art. 
“I don’t think you will achieve much 
in the long run by being able to 
boast that through using a lower grade 
of paper or through some sub-print- 
ing process, you have been able to 
save $100.” 

7. Execute a_ detailed follow-up 
program. Prove by statistics and re- 
sults that the recommendation and 
top management’s decision is justified. 
This can influence the decisions on 
future projects. 

8. “If a good idea ... ultimately 
comes to an untimely end, make a 
point of doing a post-mortem. You 
may find that you, and not your*top 
executive, have been the murderer, or 
at least, because you did not insist on 
proper preparation, that you are a 


very material accomplice in the crime.” 
Thursday afternoon was devoted to 


Kelective Image Best, North Central Round Table Hears 


clinics. The direct mail session was 
moderated by Paul Bringe of Paul 
Bringe Inc., mail and marketing serv- 
ice, and Thomas F. Brown, Farm Bu- 
reau Life. Ernest Wills, Equitable of 
Iowa, and Herbert Dunning, North- 
western Mutual, handled the public 
relations and editorial clinic, and sales 
promotion was directed by Kenneth 
Rutland, Ohio National, and R.E. Fran- 
quemont, Bankers Life of Iowa. Lead- 
ing the discussion on advertising were 
Jack Bernet, Business Men’s Assur- 
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ance, and James Metzger, 
Benefit Life. 

The talk of LAA President Robert 
S. Kieffer, Metropolitan, who was un- 
able to attend because of illness, was 
delivered by John L. Briggs, South- 
land Life. ; 

Ronald Jones, Kansas City Life, was 
elected chairman of the round table 
committee, succeeding Miss Mary 
Hickey, Northwestern Mutual. Thom- 
as F. Brown, Farm Bureau Life, is 
vice-chairman, and Jack Bailey, 
American United, is secretary-treas- 
urer. 


Security 











IN THE INSURANCE FIELD! 





This free brochure tells exactly why the Monarch oppor- 
tunity is now greater than ever before! 


Gives 8 main advantages for new men, including this: 


Monarch men can now provide all the insurance coverages a 
person needs — non-cancellable health and accident, par- 
ticipating life, group, property and casualty — a complete 


Family Security Plan. 


Liberal retirement, group life and hospitalization benefits for 
all salesmen and their families. 


FOR COPY OF BROCHURE, WRITE DEPT. NU 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


NOW AFFILIATED WITH SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
AND NEW ENGLAND INSURANCE COMPANY 





+ ~ LOOK TO NORTHEASTERN LIFE 


--- FOR OUTSTANDING SERVICE TO BROKERS 


Now, Northeastern offers an “EXECUTIVE SPECIAL” $25,000 Minimum, 
10 Year Convertible Term—designed for your business cases. 
COMPETITIVE ?—Age 30... Annual Premium $4.70 per M. 
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Editorial Comment 


The Case Against Commissionless Group 


Fulminations against commission- 
less group cases in California, in Hous- 
ton and, most recently, in Wisconsin 
testify to a need for objective fact- 
finding by the research analyst that 
NALU has authorized its group com- 
mittee to employ. 

For even more readily than the 
argument against jumbo and associa- 
tion group, the attack on commission- 
less group lends itself to being 
pounced on by critics and made to 
look like featherbedding—an attempt 
to force the payment of commissions 
even in those cases where little or no 
service is rendered by the agent. 

Without well-documented facts, the 
case against no-commission group can 
be expected to get nowhere. Unques- 
tionably, the direct-writing compa- 
nies that a group of 550 field men in 
Wisconsin accused of “greed and lack 
of principle” regret being the object 
of so much displeasure. But obviously 
these companies were amply aware 
of the reaction their no-commission 
bids would produce and were prepared 
to accept these derogatory designations 
as part of the price of getting the 
business. 

The more unrestrained foes of direct 
writing of group would doubtless say 
these companies don’t care what hap- 
pens to the agency system. More 
temperate critics would concede that 
the direct writers are simply not 
convinced that their activities are go- 
ing to have any perceptible ill effects 
on the agency system in general or 
their own agency plants in particular. 

Whatever the underlying attitude of 
these insurers, it’s pretty obvious that 
name-calling isn’t going to change it. 
Nothing short of a thoroughly docu- 
mented body of facts has a chance of 
changing these companies’ minds. The 
Wisconsin group of field men did hint 
at a couple of possible facts but did 
not indicate any documentation for 
them. 

The first is that direct-writing group 
insurers will find their own agents 
refusing to give them group business. 
Says the Wisconsin statement: “If 
you will ask about, we know you will 
find salesmen who have already con- 


cluded they will no longer solicit for 
group business.” Of course, there’s 
nothing wrong in asking your adver- 
sary to do your research for you. The 
main trouble is that very little re- 
search is likely to get done. The an- 
swers the direct writer would get 
might prove distasteful. Or, if they 
seemed to support the insurer’s posi- 
tion, they might lead to accusations 
of rigging the inquiry. 

A few sentences farther along, the 
Wisconsin statement says that in the 
opinion of its signers, the companies 
selling commissionless group will be 
hard put to it “to find the field forces 
sympathetic to their desires to in- 
crease group sales.” Is this intended 
to hint that maybe direct writers will 
have trouble hiring agents because of 
willingness to take group cases with- 
out paying commissions? We’re not 
sure, but if it is, there is obviously 
need for documenting of such an idea 
if it is to carry even the slightest 
weight as an anti-direct-writing argu- 
ment. 

The second possible fact that the 
Wisconsin statement sets forth, but 
without documentation, is that “some 
life underwriters are so much con- 
cerned about this problem created 
by direct writing that they are plan- 
ning to seek the solution through legis- 
lation at the state level.” 

As far as alienating its own field 
force is concerned, presumably any 
insurer contemplating direct writing 
of group cases would have appraised 
the composition and temper of its 
agents and decided whether direct 
writing would be likely to cause any 
important number of agents to quit 
writing group and, if so, whether their 
group production, present and prob- 
able, was enough to make a direct- 
written group case cost more than it 
would be worth. 

What is lacking in the Wisconsin 
statement is any factual basis for con- 
tradicting an insurer’s estimate of 
what a direct-written case would cost 
in terms of group production from 
its own field force. Are the refusers 
merely a handful of easily aroused 
agents who don’t do much group busi- 


ness anyway? Or are they a significant 
number of resolute men who sell a 
substantial amount of group and who 
are likely to be augmented by a good 
many others if the direct-writing trend 
continues? 

For unless the direct writers can be 
brought back to their former regard 
for the traditions of the agency sys- 
tem or can be convinced that they are 
very likely to lose more, in the long 
run, than they gain through direct 
writing, it is difficult to see what will 
influence them—short of legislation. 

The legislation that the Wisconsin 
statement says some field men plan to 
seek would presumably have to be 
based upon the public interest to have 
much chance of enactment. That is, it 
would be necessary to show that no- 
commission group is detrimental to the 
public’s best interests. 
Considering the talent that would 

lined up against such proposed 
legislation—the direct-writing insur- 
ers, many employer groups, many 
unions—the need for an extremely 
strong, factually buttressed case is ob- 
vious. It is here that the kind of fact- 
finding to be done by the NALU re- 
search analyst would be vitally im- 
portant. 

“We will uphold and defend our 
agency system without compromise,” 
says the Wisconsin statement. Such 
forthrightness must be respected. But 
there are insurers, employers and 
union leaders who, while perhaps ad- 
miring the fighting spirit of the Wis- 
consin field men, are not thus far 
persuaded to their viewpoint on either 
logical or emotional grounds. 

Against such opponents, even the 
most complete and_ best-marshaled 
body of facts presented with the finest 
conceivable strategy by the most 
eloquent available spokesmen may 
prove ineffective. That’s the gamble. 
But without the facts, strategy and 
eloquence haven’t even a_ long-shot 
chance of prevailing —R.B.M. 
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Personals 


G. Robert Kirby, Newcastle, chair- 
man of the house insurance committee 
in the last session of the Indiana leg- 
islature, was defeated for renomina- 
tion in the primaries last week. He is 
an agent of State Mutual. All members 
of the special joint insurance inves- 
tigation committee up for renomina- 
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tion came through the election. They 
include Sen. J. R. Townsend $r., chai; 
man, general agent Equitable of Towa 
Indianapolis and Rep. Charles w. Kirk 
Jr.. Floyds Knobs, local iNsuranee 
agent. The special committee met 
May 10 to begin drafting its report to 
the legislative advisory committee rec 
ommending action to be taken in 
the next session. 
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Quaife M. Ward, executive directy 
of the Million Dollar Round Table, has 
been elected an honorary member o 
Alpha Kappa Psi, professional frater. 
nity in commerce and business admin. 
istration. Membership was conferreg 
on him by the chapter at Iowa State 
University, of which he is a graduate 


Robert S. Kieffer, assistant vice. 
president of Metropolitan Life and 
president of Life Insurance Advertis. 
ers Assn., suffered an attack of pleu- 
risy, for which he was hospitalized for 
several days. He has recovered and is 
expected to return to work sometime 
during the week of May 16. 


Roy A. MacDonald has resumed his 
duties as managing director of Life 
Office Management Assn. Mr. Mar. 
Donald has fully recovered from the 
heart attack he sustained March ])5., 


Deaths 


BROOKS HEATHMAN, | general 
agent of Massachusetts Mutual at 
Dayton from 1943 until last June 
when poor health forced him to re 
linquish his position, died in Dayton, 
He was a former president of Dayton 
General Agents & Managers Assn, 
Dayton Life Trust Council, and Dayton 
Life Underwriters Assn., for which he 
also was a director. He was a member 
of Million Dollar Round Table in 1950 
and for 10 years qualified for the 
national quality award. 


C. M. HERRON and HOLT BEAN, 
senior officers of Life & Casualty, died 
in Nashville within a period of several 
days. Mr. Herron, 65, vice-president 
and manager of the Mississippi Valley 
division, began his career with Life 
& Casualty 40 years ago as an agent 
in Memphis. After serving in a variety 
of field management positions, he be 
came a vice-president and _ division 
manager 25 years ago. Mr. Bean, 68, 
was a member of the board of diret- 
tors. Following service as a_ vice 
president, he retired in 1956. He wa 
named a director in 1951 and contit- 
ued in that capacity following retire 
ment. 


LIAMA Managers Magazine 
Celebrates 35th Year With 


Special Anniversary Issue 

A special 35th year issue of Manag- 
er’s Magazine has been released lj 
LIAMA and features a review of the 
past 35 years as well as predictions 
trends in the next decade. 

One article in the issue consists 
an interview with LIAMA’s managing 
director, J. Harry Wood, outlining what 
the association is doing to prepare 
life field management for the market 
of the future. Laurence J. Ackermal, 
dean of the school of business admil- 
istration of the University of Connect 
cut, forecasts the changes in insurant 
as well as the sociological changes 
the 1960s. 

James L. Howard Jr., staff editot 
outlines in an editorial the trends # 
the past 35 years as reflected in the 
pages of the magazine. 
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Am. United Life's 
Giant Machine Gets 


s J a 

| inegle | | Initial Testing 
ttee met o,|By # hapa? fig oe pag A Extensive testing is under way on 
its report t; a“ S "Bid ‘Asked the complex new electronic filing and 
nmittee reo, $ $ accounting system housed in American 
e taken jp| aetna Life siaessasooreeivirein a od United Life’s Indianapolis home office. 
Benefi@iven’s Assvranee 41%, 44%-“ Manufactured by National Cash Reg- 
ive di Cal.-Western States ......ecssene 54% 58% ister Co., the combination of units is 
ae rector | commonwealth ie sosensenneesvennsn 19% 21 called the 304. American United is the 
meni etal peice mamma poll = first insurance company in the country 
oeall frat te 7634 8042 to use this system, which will handle 
le eT | Great Southern Biles sca. sssstsineece 65 70% its accounting, computing, reporting 
admin. | guif Life sentence 18% 202 ~and recording functions all from a 

S COnferred| Jefferson Standard «essen 41% 45% series of magnetic tapes 

Iowa State Liberty National AG yoo rece 53% 57% Th t H ’ 
a gredua Life & Casualty ses - 17% 19 e system occupies 2,000 square 
e, Life of a, oo on v4 a feet of floor space in a room construct- 
stant vice. eal . & A. .... 103%, 110% © especially for this highly specialized 
1 Life ang| North American, IIL 12% 14¥, type of machinery. The machines ini- 
e Advertis. | ¥- ee lite “ = tially will handle approximately five 
ck of pley. on J gl a an million records a year. Master files can 
pitalized for| od Republic Lit 1734 1934 be processed at a rate of 140,000 in- 
‘ered and jg] Republic National L’f2 35% 38% surance policies per hour, producing 
k sometime ee. Lie pe a premium notices and handling other 
; = ee 15% 78% transactions, such as computing divi- 
Taited ..- 43% 4715 dends and policy loan interest. Essen- 
resumed his . a , ae 3% “ tial file information for all of American 
tor of Lite] wisconsin National Life 36 40  United’s insurance can be put on six 


By Mac- es 
larch 15, "| April Paid-For Ordinary 


to 10 reels of magnetic tape. 
The 304 operates through transistor 
circuits, rather than vacuum tubes, and 
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Of Life Of North America has a magnetic core memory unit. Pa- 
per tape input for the electronic sys- 


Exceeds $15 Million Goal tem handles 1,800 characters per sec- 

Life of North America’s paid-for ond with all data completely checked 
ordinary business in April totaled for accuracy. Magnetic tape handlers 
$16,871,251, exceeding the $15-million read and write 30,000 characters per 
goal set to honor Edmund L. Zalinski’s second, operating high speed output 
third anniversary as executive vice- printers at 600 lines per minute with 
president and a gain of $7,371,251 over 120 characters per line. A typewriter 
April, 1959. for communication with the central 

Ordinary production in the first four processor is located at a central control 
months was $49 million. Annual pre- console. Since the machine system will 
miums on ordinary, group and A&S_ produce enough heat for a seven-room 
during the period totaled $1,955,138, a house, the room has its own air-condi- 
gain of 66%. tioning and humidity controls. 



































“LIFE INSURANCE AGENT DAY” is proclaimed in the borough of Queens, 
New York City: Borough President John T. Clancy (seated, left,) signs procla- 
mation designating Queens Life Insurance Agent Day, at his office in Kew 
Sentene, N.Y. The day was proclaimed in recognition of the social and econom- 
Bo on wations made by the members of the Queens branch of the New York 

ity Life Underwriters Assn. to the welfare and prosperity of the residents 
of Queens. 

' Alexander Crosthwaite, Mutual of New York, is seated at right. Others, from 
eft, are Maurice Brownstein, Prudential; Andrew M. Christensen, New York 
Life, president of the Queens branch, and Harold K. Heyer, Massachusetts 
el The life insurance men participated in a sales seminar on Queens 
e insurance agent day in Queens Village. Other participants were Abraham 


Block, Continental Asurance; Irwin Olshan, New York Life, and Herman 
Schor, John Hancock. 
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UNITED LIFE’S COMPETITIVE! 
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PACKAGE!”’ 





sic life insurance 





Father selects his ba 


f. plan. 

He adds t 
2. fit; one uni 
or more; two un 


i ily Bene- 

it the United fom! 
es ye basic policy of pool 
its for $10,000 or more; 


i (00 or more. 
units for $15,0' 
bie ed to give maximum death bene 


3. ptr mother when children are small 
and need is 
Each child 
4. insurance. 
of Benefit are aU 
no increase in cos 


greatest. 
000 of level term 
‘ i term 
‘Idren born during te" 
peared s covered with 
t from 15 days old. 


has $1 


Costs only #25 per Unit pet year! 








UNITED LIFE AND ACCIDENT INSURANCE CO. << 


EST. 1913 CONCORD, NEW HAMPSHIRE SA 





Write H. V. Staehle, Jr., C.L.U., Field Management 
V. President, United Life, 5 White Street, Concord, N. H. 
STATES SERVED: Cal., Conn., Del.*, D.C., Ind.*, La., 
Me., Md.*, Mass., Mich.*, N.H., N.J., N.C.*, Ohio*, 
Pa.*, R.I., Vt., Va.* 


*Genera! Agency Opportunities Available 
Overseas Territories Available 
Brokerage Opportunities Available 
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Duplication Of Massachusetts Mutuq| |Evolt 
Coverage Boosts Liberalizes Benefits Trac 
Hospital Cover Costs On 10-24 Group Plans |Age! 


A revision and liberalization of ben. sist 
efits in its contracts for groups of fro, | 2 SU°C® 
10 to 24 employes, has been adoptaj through 
by Massachusetts Mutual. allectual 

Under the new plan, matemit simplicit 


(CONTINUED FROM PAGE 5) 
nia, hypertension and gastritis. As a 
result the company announced a policy 
not to pay claims that were merely 


Mei. st SALESMAN’S GIRL-FRIDAY 


symptomatic of illness or only par- " ‘ 
tially debilitating, Mr. Gyory said. benefits have been removed from th -.. 
The company also shifted responsi- }°spital and surgical coverages, hay = Sta 
bility to the patient to prove disability, been placed in a separate category of iB eeting 
each claim being subject to scrutiny their own and have become optional, Or B 
by independent medical authorities. Formerly, benefits for maternity cage reter 
In case of questionable claims arrange- Were included in the hospital-surgicy pa 
ments are made to have the patient COverages and came as part of th}? 
examined. package policy whether or not employ. for ner 
“If the employe unreasonably re- ~TS Wished to provide such coverag. F-saty 1 
a fuses to submit to the examination, for employes. é ; ~ soak 
Private the claim is denied and this has been More complete benefits are now or ? 


effective even in states where statu- Provided for radiation therapy expeng 


e tory coverage is in effect,” Mr. Gyory Which was formerly included in the| \iee-Pre 
‘ stated. surgical and medical coverage. Lansing, 
Another major liberalization for treasurer 

Subject To Dismissal groups of the above size is the increas. | ™°etins | 


. : ing of the maximum benefit und Commi 
Standardized, mandatory claims pro- wi medial plan from a $5,000 Mat annual 


cedures with time limits were adopted ,; ‘ i Leaders | 
so that Sylvania could check up on —— to a $5,000 per-illnes before th 
disabilities as they occurred. If this Classes for life coverage under these Owen 
was not done, the patient could be plans have been increased from two | dress _ 
fired. to three. on the D 

Another check on claims is made The maximum weekly benefits for |?!@¢¢ for 
by putting each Sylvania plant on a disability coverage under the plans | visions © 
separate basis. Special examinations of have been increased from $42 to $49, | foup an 


plant conditions are made where and employers may obtain a graded S “0 
of a Life 


OPENINGS EVERYWHERE IN [MH “the value of the endeavors of sate- Schedule up to three salary classi. | 41 
ty fire engineers in the field of loss Section, was previously available. formatior 


TERRITORY FOR REPRESENTATIVES, ff erevension is unquessoned, Mt. Gyory si 


“Why, then,” he asked, “doesn’t it Byrne A Capitol Director False ‘ 


BROKERS AND §P ECIAL BROKERS make sense to undertake similar pro- James P. Byrne, retired agency vice- Put Or 


grams in both the hospital-surgical president of Life & Casualty, has been 


“These might perk him up, but Anico’s line (and commis- 
sion scale) would perk him and the business up too!” 








Inquiries about these or other open- : : is : : 
ANICO SALES | FADERS ings for those with special qualifi- field and the non-occupational disabil- appointed a director and member of at stipull 
a cations and experience will receive ty field?” the executive committee of Capitol 
Econ-0-Master Family Policy prompt attention and answer. For in- Edward M. Spencer, treasurer of the Life of Tennessee. of the ae 
Econ-0-Parent & Children Plan formation address: COORDINATOR Detroit Edison Co., told of his com- mn ry at o 
Ladies Special Policy OF SALES pany’s experienees with a self-admin- First quarter sales of Olympic Na- ; sid . ; 
Preferred Premium Life AMERIC A N N ATION AL istered plan. The company refers un- tional Life totaled $9,921,975, an in- "Wes 
$25,000 Executive Special usual or irregular charges to an ex- crease of 11%. Insurance in force ‘ 
‘ ecutive committee for review, but they increased $2,004,417 to $92,159,098. 
> ee entatee | N sy U R A N CE C 0 M PA N Y have found over the years that over- 
. GALVESTON, TEXAS charging is not an appreciable factor ance and deductibles on the cost of 
poche la in the gradual rise of costs. The com- sie Bae care, Mr. Heitler said they do 
Anauity Conversion Rider (free) pany makes extensive use of its IBM nothing to affect the cost of bask 
mfr —nerae tyes OVER 5 BILLIONS OF machine for analysis of costs. medical services. SOWLE: 


INSURANCE IN FORCE Under-Utilization The Problem “This kind of blank-check under- 
writing associated with coinsurance MA 

Mr. Heitler told the insurance man- and deductibles actually tend to in- 
agers that the major problem in hospi- flate the cost of medical care,” he said. RICHMOND 
tal costs is-not over-utilization but un- § He mentioned the following elements |} pogtianp 
der-utilization of beds. He estimated as being necessary in the cost con- |! 
that empty beds cost the American trol being carried out by his organi- 
public $4 billion a year, on the basis zation: home nursing care to get peo- 
that an unused bed costs about half as ple out of hospital beds; nursing home DO} 
much as a used one. The most effective and convalescent home contracts and 


Ys | (@) Vi N G a “a CLO way to reduce hospital costs is careful re-certification of bed care after a 
community planning of construction specified period (it’s 30 days for his 139 N. Cl 


A | EA |B) <- . —— costs. organization and consideration is be- 


and Profit-Sharing Plans 
(Ask about other specials) 























In regard to the effect of coinsur- ing given to cutting it to 15). ee 
Standard’s record of quality products and service CHA 
ws paying oO ia um greater volume... greater earn- 

igs... greater opportunities for salesmen. LIFE oy oT 
This mutually owned western company is in stride with the growth and . : 332 S$. Mich 
development of the West. It is prepared to take advantage of the ex- ACCIDENT e HEALTH i 
pansion that is sure to come in the “‘sixties.”’ , 

An outstanding portfolio of life, accident and sickness policies, both HOSPITALIZATION 
individual and group, and an aggressive sales and service organization cc 

account for Standard’s substantial increases in sales during recent years. 

Some of these coverages are issued exclusively by Standard. GROUP h. 
pia W's BOW Rie be Ske ee Obie 6 0 emis iee Sie vies 66 Ses 45a le BISe a rese ee aoe San Francisec 
: . ee 
- THERE'S A FUTURE WITH STANDARD . : a 

INSUR~4CE COMPANY > for men of character and ability. To those who ° Z Southland Life 
Head Otice: Portland, Oregon * fered in supervisory and managerial capaction, = insurance)gaea Company ’ 
Lif po — ; ro « For details, write R. V. Cummins, Vice President - 
"Inds ide 7” 4 sCnNneSS * and Sales Director, Standard Insurance Com- ° la 
; Se ee * pany, P. O. Box 711, Portland 7, Oregon. : aa 
Serving California, Oregon, Washington, Utah, ° ° B11 Americ 
Idaho, Arizona, Nevada, Hawaii, Alaska . - ee 
eoe06¢0686.090 0006 0 rn see eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 








cry 14, 194 


uiual 
its 
lang 


ion of bep, 


UPS Of from 
en adopte 


maternity 


d from the}? 


rages, have 
category of 
le optional, 
INItY Cases 
tal-surgical 
art of the 
ot employ. 
h coverage 


zation for 
he increas. 
- under the 
55,000 life. 
per-illness 


inder these 
from two 


enefits for 
the plans 
42 to $49, 
a graded 
classifica- 
ary classi- 
able. 


stor 

ency vice- 
> has been 
nember of 
of Capitol 


ympic Na- 

5, an in- 
in force 

159,098. 


1e cost of 
id they do 
of basic 


*k under- 
oinsurance 
nd to in- 
.”? he said. 
gz elements 
cost con- 
is organi- 
> get peo- 
sing home 
tracts and 
2 after a 
ys for his 
on is be- 





May 14, !960 


Evolution Of Agent 
traced At Michigan 


. a 
Agents’ Convention 

PONTIAC, MICH.—The evolution of 
, successfit! life agent can be traced 
through evithusiastic ignorance, int- 
ellectual confusion and matured 
simplicity, Willard Brudi, 2nd vice- 
resident of Lincoln National Life, 
fold the annual convention of Mich- 
igan State Assn. of Life Underwriters 
meeting here. 

Mr. Brudi stressed that the simple, 
unpretentious sales method of the 
experienced agent is the desirable goal 
for maximum production. 

Carroll K. Streeter, Northwestern 
Mutual Life, Grand Rapids, was elect- 
ed president, and Carl Moody, Penn 
Mutual Life, Detroit, was named Ist 
vice-president. Wayne W. Croxton, 
Lansing, was reelected  secretary- 
treasurer. Attendance at the one day 
meeting was 275. 

Commissioner Palmer addressed the 
annual banquet of Life Insurance 
Leaders of Michigan held the evening 
before the association’s convention. 

Owen Stansell, Prudential, in his 
address entitled ‘Professional Selling 
on the Debit,’ said there is a definite 
place for each of the three major di- 
visions of life insurance—ordinary, 
group and industrial. F. G. McNamara, 
Old Line Life, spoke on “The Maturing 
of a Life Insurance Man,” and Carl 
§. Winters, General Motors, on “In- 
formation, Inspiration and Perspiration 
in Selling.” 


False Claims Easier To 


Put Over In Court 
(CONTINUED FROM PAGE 2) 

of stipulations limiting the authority 
of the agent, whether the application 
was attached to the policy, the effect 
of any statute, and finally, the effect 
of stare decisis. 

“Thus, with the growing emphasis 


LIFE INSURANCE EDITION 


upon the element of good faith on the 
part of the insured, as opposed to 
fundamentals of contract and agency 
law, the insurer finds itself dependent 
upon the trier of the facts to protect 
its legal interest. The courts apparent- 
ly attempt to reach a desired conclus- 
ion by applying various rules of law 
which the particular factual situation 
requires. 

“However, it would appear that for 
the added protection of the insurer 
from fraudulent claims, legislation 
imposing a greater responsibility on 
the public is necessary. Assuming a 
legislative willingness to comply, it is 
apparent that the practical problems 
of drafting a statute fair and equitable 
to both the insurer and the insured are 
tremendous. In the meantime, the 
chances for receiving prospective re- 
lief from the courts and/or juries 
appear to be somewhat slim and grow- 
ing more so daily.” 


Proposed Dental Service 


Plan Appeals Smith’s Veto 

HARRISBURG—Pennsylvania Den- 
tal Service Corp. has appealed to the 
Dauphin county court for a ruling on 
Commissioner Smith’s recent refusal 
to grant it permission to set up a pre- 
paid dental service program modeled 
after Blue Cross plans. The commis- 
sioner refused permission because no 
experience figures exist and the or- 
ganization for the time being plans to 
write group cases only. 

In its exceptions filed with the court, 
the dental organization pointed out that 
the states’s health department had ap- 
proved its charter and that only in- 
surance department approval is needed 
to permit it to function. 


Zone III of National Assn. of In- 
surance Commissioners elected Super- 
intendent Leggett of Missouri as chair- 
man to succeed Commissioner Long of 
Tennessee at its convention in Gatlin- 
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NALU Membership Rolls 
Show 3,000 Gain Over 
Same Time Last Year 


Membership in the local and state 
associations of NALU on the first 
business day of May reached 68,131, 
almost 3,000 more than the total num- 
ber of members at the same time in 
1959. The membership quota for 1960 
is 83,016. 

During the first quarter, 72.9% of 
the quota had been achieved. Vermont 
led other state associations with 


21 


113.2% of its membership quota filled, 
and Alabama was in second place with 
109.5%. 


New Award Series 


Local associations are this year 
competing for a new. series of NALU 
membership awards. Engraved plaques 
will be presented to leading area, 
state and local membership chairmen 
at NALU’s annual convention in Wash- 
ington, D.C., Sept. 11-16, and trophies 
commemorating their accomplishments 
will be permanently displayed in the 
new NALU headquarters building. 





BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW YORK 
DALLAS MIAMI 


RICHMOND 
PORTLAND 


E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 
Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 
Accountants 








DONALD F. CAMPBELL 
Consulting Actuary 
Suite 2011 
139 N. Clark St. 





Chicago 2, Ill. 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone WAbash 2-3575 
32 $. Michigan Ave. Chicago 4, III. 


NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 
San Francisco 


EE 


Denver Los Angeles 








COMPANY 


INCORPORATED 


THE 
HOWARD E. 





Consulting Actuaries 
2859 N. MERIDIAN ST. ¢ INDIANAPOLIS 7, IND. 








— 
WILLIAM C. CONLEY 
Consulting Actuary 
lansing and Detroit, Michigan 
§11 American Bank Bldg., Lansing 68, Mich. 
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Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 

















Take FULL Measure 
of the Company 
~ YOU Seek 





EARNING POTENTIAL 


Protective Life's General Agents Agreement 
provides top commissions, overriding com- 
missions, vested renewals, service fees and a 
liberal expense arrangement. 


COMPETITIVE POSITION 


Protective Life meets competition on all forms 
of Ordinary Life policies, both Par and Non- 
Par, and on all types of Group Insurance, 


STABILITY 


The last regular examination of the affairs of 
Protective Life shows that the Company has 
$113.99 of resources for each $100.00 of 
liabilities. 


PROGRESSIVENESS 


Protective Life has an Audio-Visual Selling 
Program, Quantity Discount premium system, 
and writes such "special" coverages as Dis- 
ability Income and Guaranteed Insurability. 


REPUTATION 


Protective Life is now in its 52nd year of 
successful operation, has more than a billion 
dollars of life insurance in force and carries 
an "Excellent A Plus" rating by independent 
authorities for the ranking of insurance com- 
panies. 


OPPORTUNITY 


General Agency opportunities unlimited 
throughout the Southeast for experienced 
Agents doing well in life insurance business, 
yet somewhat impatient with prospects for 
future advancement. 


Please address your inquiry, giving age and ex- 
perience record, to C. B. Barksdale, Agency Vice-President 


PROTECTIVE LIFE 
INSURANCE COMPANY 


William J. Rushton, President 
BIRMINGHAM, ALABAMA 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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Educational Director 


A large, Midwest life insurance organization—ordinary, 
only—is looking for a CLU to serve as educational di- 
rector. We prefer a man 35 to 45 years of age, with a 
successful background in life insurance selling and a 
knowledge of agency supervision from the home office 
level. He must be able to plan and conduct sales meetings, 
to administer and direct all phases of home office agents’ 
training schools and be capable of developing and coun- 
selling agency management personnel. He will be expected 
to assume over-all charge of agents’ indoctrination courses. 
A normal amount of travel is required. 


Starting salary in five-figure bracket, plus liberal non- 
contributory retirement plan and hospitalization benefits. 


With $640 million life insurance in force, we are licensed 
and doing business in 46 states. 


In replying, give full information regarding age, educa- 
tion, experience and average annual earnings; please en- 
close recent photograph. All replies will be treated con- 
fidentially, and an immediate interview will be granted 
to qualified applicants. Write Box P-37, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, III. 


OUR PRESENT SALES AND HOME OFFICE 
PERSONNEL ARE AWARE OF THIS ADVERTISEMENT 





Young Life insurance company, well fi- 
nanced, large capital and surplus, stock 
listed in the Wall Street Journal, desires 
merger with another Life Company that 
has good premium income and producing 
Agency Organization. REPLIES CONFI- 
DENTIAL. 

Reply to Box P-48, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ASSOCIATE OR 
ASSISTANT ACTUARY 


We wish to hire a person in the 20 to 
30 age range with formal actuarial educa- 
tion and preferably with Associateship 
standing in the Society of Actuaries. Duties 
initially would be in the Ordinary and 
Accident & Sickness areas, with later em- 
phasis in the Group Insurance area. Com- 
petitive salary, liberal fringe benefits, 
ample opportunity for rapid advancement. 

THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS 16, OHIO 








PRESTIGE BUILDING 
Arlington, Virginia, at the Gateway to 
the Northern Virginia “Pot of Gold” 
Area of Metropolitan Washington. Just 
completed. This building offers Loca- 
tion, Parking, Air Conditioning, heat, 
light, custodial services, piped in music. 
Minutes from downtown Washington 
and 1.5 Million People. For Information: 


Paul I. Burman 
4000 Albemarle Street N.W. 
Washington 16, D.C. 
Emerson 2-8847 











Blvd., Chicago 4, Ill. 


NEED NATIONAL AGENCY DIRECTOR NOW 


We are seeking the best production man in the country. This is a life time career 
for a man who can create and direct a big producing national agency force. Strong, 
young, ordinary life company (over two and a half millions of surplus), centrally lo- 
cated, ready to expand now. Man selected will have complete charge of agency, 
must be fully qualified to set up entire operation; merchandise - recruiting - training - 
agents compensation plans, etc. No ceiling on earnings, salary plus incentive to right 
man. Send address and phone number, and resume of experience and results in 
strictest confidence to Box P-17, c/o The National Underwriter Co., 175 W. Jackson 








We are looking for a hard hittin 
superintendent over offices in 12 


photo, in confidence to: 


New Orleans, La. 


AGENCY SUPERINTENDENT 


life agency man to move into our home office as agency 
aribbean countries. Must be 38 to 42 years of age, speak 
Spanish fluently, and have lived in Latin America for some time. Send complete resume and 


Vice President, Latin America 
Pan-American Life Insurance Company 


ACTUARIAL OPPORTUNITY 


Monumental Life is increasing its Ordinary 
Actuarial staff and has a position for a Fellow 
or Associate of the Society of Actuaries. The 
person selected must be under 40 and have 
sufficient background and experience to enable 
him to plan and prepare new product lines; to 
draft policies and compute premium rates; and 
to administer various actuarial procedures. The 
assignment will later include utilization of elec- 
tronic equipment. 


This position offers excellent opportunities for 
advancement. In replying, give full personal 
data and experience. State salary desired. Ad- 
dress reply to: Mr. G. E. Immerwahr, Vice 
President and Actuary, Monumental Life Insur- 
ance Co., Charles and Chase Sts., Baltimore 3, 
Md. All replies will be held confidential. 








LIFE DEPARTMENT MANAGERS 


Large multiple line company with life affiliate 
needs 4 men to head up Illinois, Ohio and 
Pennsylvania life operations. Must develop life 
business through licensed agents in Illinois, Ohio 
and Pennsylvania. Location Chicago, Cleveland, 
Pittsburgh and Philadelphia. At least 5 years 
experience in selling, agency supervision and 
brokerage in the Ordinary and Group field. Our 
offices are aware of this ad. Replies held in 
strict confidence. Write Box P-45, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 











OPENING IN 
SALES PROMOTION DEPT. 


Age 25 to 35. Some experience. Opening will de- 
velop into asst. to sales promotion manager. 
Give full details in letter including jobs held, 
duties, salary, marital status, etc. Also a snap- 
shot that need not be returned. The opening is 
with one of the large insurance companies. Ad- 
dress Box P-I5, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








MANAGEMENT ASSISTANT 
Old line eastern Life insurance company 
has an opening in its 25 year-old Chicago 
Agency for an assistant sales manager, to 
embark on a two year training program 
to become a general agent. Income will be 
commensurate with experience and back- 
ground. Must demonstrate ability to sell, 
supervise and recruit. Reply Box P-42, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





LIFE INSURANCE 
AGENCY MANAGER 


Well-known mutual life insurance company, 


May /4, 196 


Underwriter Needs 
Persuasive Abiliiy, 
Selection Men Told 


(CONTINUED FROM PAGE 1) 
faculty which is a product o7 an ap. 
alytical mind. And remember thy 
good judgment can never be learng 
out of textbooks, actuarial or other. 
wise. It may be largely innate, but jt 
can be fostered if he is willing to think 
his problems through in his own way” 

“Mortality research activities aye 
essential to the underwriting function, 
but it is not essential that the perso, 
in charge of the underwriting depart. 
ment be capable of supervising them 
although he should understand the 
principles involved,” he said. (Mr 
MacRae defined the “head of an up. 
derwriting operation” as a_ person 
“who is in charge of the line operation: 
who underwrites at least 10 case 
each day, and who is the ‘fall guy 
when anything goes wrong.’’) 

“The supervision of an underwriting 
line operation demands all the time 
of the department head, and he should 
leave to others the responsibility for 
developing _ statistical information, 
Therefore, I would say that it is not 
necessary that the head of an under. 
writing operation be a skilled acty. 
arial technician.” 

Although actuaries have knowledge 
and skills which are useful in under. 
writing life insurance, the person who 
heads an underwriting operation need 
not be a professional actuary, Mr. 
MacRae said. He listed these areas of 
actuarial knowledge and skills as the 
ability to think in logical terms, in 
order to analyze a problem thoroughly 
and reach a sound conclusion, a broad 
knowledge of life insurance and a 
knowledge of the economics of u- 
derwriting. 

In the past five years there have 





SUPERVISORY OPPORTUNITY 


Underwriting organization in Indiana merchan- 
dising special contracts has opening for three. 
Salary, bonus, expense account and car fur- 
nished. Write, giving full details. Box P-38, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, III. 








LIFE INSURANCE EXECUTIVE 
WANTED 


. . . to become BROKERAGE SUPER. 
VISOR for 125-year-old mutual company 
in Northwestern Ohio. Excellent earnings 
based on salary and personal commissions. 
If you're a proven producer who's looking 
for a change and/or a move up, let's get 
together and talk it over. Write Box P-47, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








JUNIOR EXECUTIVE 

Progressive young man desires home office man- 
agement position. Insurance background in- 
cludes accounting and 1.B.M. experience, 
department supervision and administrative field 
work with agency personnel. Life and Accident 
and Health. Willing to relocate. Write Box P-3, 
c/o The National Underwriter Co., 175 W. Jack- 
son Bivd., Chicago 4, Ill. 





Home Office Chicago, has | opening 
for top notch man to head a Chicago 
area office. Management experience de- 
sirable. Completely equipped office with 
secretary provided. Salary to $15,000 plus 
commission on personal business. Submit 
complete resume to Box P-46, c/o The 
National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








FLORIDA 
Have hankerin' to return to home state. Suc 
cessful several state regional supervision-dev 
coment branches, general agencies, broke: 
offices. Agency Dept. direction back round, . 
O. Brokerage experience. Desire Florida of 
Southern regional direction. Write Box P-44, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











SPECIAL CONTRACT OPPORTUNITY 
OPENING FOR 5 TOP PRODUCERS (IN INDIANA) 
HAVING PROVEN ABILITY WITH ORGANIZATION 
MERCHANDISING SPECIAL CONTRACTS. 
CONTACT: 

HARRISON UNDERWRITERS INC. 
11 S. Meridian “* Indianapolis 4, Ind. 
t MElrose 2-9446 











GROUP INSURANCE UNDERWRITER 


A national insurance or is king a 
man who has had experience in initial and re- 
newal underwriting of all Group lines. Submit 
complete resume including salary requirement. 
All responses will be held in confidence. Reply 
Box P-5!1, c/o The National Underwriter Co., 175 
W. Jackson Blyd., Chicago 4, Ill. 


ee 














Home Office Chief 
A&S and Life Underwriter 


Must have from 3 to 5 years underwriting ex- 
perience in both Life and A&S, plus proven 
organizational and supervisory ability. Atlanta, 
Georgia location. Salary open. Send complete 
and confidential resume to Box P-33, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





BRANCH MANAGER 
with major company (Life and A&S), 7 years 
experience, MDRT member, desires to change 
for a more challenging opportunity such | 
Superintendent of Agencies. Age 37, marries 
and presently living in Southern California. Uni- 
versity graduate. Reply Box P-54, c/o 
National Underwriter Co., 175 W. Jackson Blvd., 








Chicago 4, Ill. : 
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“substantial” increases in the 
ats of life insurance that life 
companies will issue without a med- 
ical examination, said Joseph C. Sibig- 
aah actuary New York Life. He said 

survey of 29 large life insurance 
sompanies disclosed that 28 of the 
companies had increased limits at least 
once during the five-year period, and 
that nine of the companies had intro- 
duced two or more increases. 

“At ages 30 and below, the general 

ttern has been to increase the max- 
imum limit for non-medical insurance 
urchased within one year from $10,- 
000 to $15,000,” he said. “Practically 
of the 29 companies now have a top 
non-medical limit of $15,000 or higher, 
whereas in 1955 no company was of- 
fering insurance on a non-medical 
pasis beyond $10,000. Five companies 
now offer as much as $25,000 non- 
medically within one year at certain 
eur. Sibigtroth said that any evalu- 
ation of the changes .in non-medical 
rograms over the past five years 
should take into account the effect of 
developments during this period on 
the life insurance business. It has been 
a period of relatively high economic 
activity, during which wage levels 
have risen and standards of living 
have continued to improve. Every in- 
dustry has been faced with rising 
costs of doing business and has had to 
take steps in order to keep expenses 
within reasonable bounds. 

“The mortality experience on both 
medical and non-medical business has 
continued to improve during this pe- 
riod, although there is some very re- 
cent evidence of a slowing down in the 
rate of improvement.” he said. “Be- 
cause of the greater emphasis placed 
on preventive medicine and the exten- 
sion of facilities for providing routine 
physical examinations at place of em- 
ployment, people are more informed 
on their state of health than ever be- 
fore.” 


Higher Fees, Higher Limits 


Mr. Sibigtroth said that because 
many companies had very recently 
inreased the medical examination 
fee paid to doctors, some companies 
have begun to increase non-medical 
limits. If the increase in fees be- 
comes quite general “it is reasonable 
to assume that there will be another 
round of increases in non-medical lim- 
its and a good chance that the most 
popular maximum limit will be $25,- 
000 rather than $15,000. 

‘It seems unlikely, however, based 
on present trends, that maximum 
non-medical limits will go much be- 
yond $25,000 of insurance,” he said. 
‘Further increases cannot possibly 
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produce much in the way of addi- 
imal savings, because the volume of 
ases for these higher amounts is small 
pid the added savings per case would 
be almost negligible. 

‘In addition, by further cutting 
Hown on the volume of medical busi- 
&ss, it may be more difficult to re- 
am competent medical examiners in 
ne field. Even with a continuation of 
le trends of improving mortality and 
ncreasing expenses, there will prob- 
bly not be much interest in extend- 
mg the maximum age for non-med- 
‘al insurance beyond age 40.” 

A study of unusual proportions—in 
mich the deaths of all American men 
m0 died in 1950 between the ages 
{20 and 64 were investigated—sheds 
tw light on the relative safety of 
“lus occupations in the United 


The first detailed report ever to be 
ven on the study was presented at 
ne meeting by Dr. I. M. Moriyama 


LIFE INSURANCE EDITION 


OFFICERS ELECTED 

President—William E. Walsh, vice- 
president Equitable Society. 

Vice-presidents—Arthur Q. Faulk- 
ner underwriting secretary Massachu- 
setts Mutual, and Paul K. Frazer, di- 
rector of underwriting Northwestern 
Mutual. 

Secretary—John S. Wyper, 2nd 
vice-president, Connecticut General. 

Treasurer—Barton S. Pauley, direc- 
tor of ordinary underwriting Pruden- 
tial. 

Editor—William H. Greenwood Jr., 
associate insurance supervisor Provi- 
dent Mutual Life. 

Members of the executive council, 
two year terms—David P. Cartwright, 
underwriting officer Minnesota Mutual 
Life, Henry W. Cook Jr., vice-president 
for underwriting Life of North Amer- 
ica, Walter A. Merriam, 3rd vice-presi- 
dent Metropolitan Life, and John R. 
Pullman, assistant secretary actuarial 
division Occidental Life of California. 





and Miss Lillian Guralnick of the 
National Office of Vital Statistics. 

They described dozens of occupa- 
tions in terms of “average,” “high” 
and “low” mortality ratios, which is 
a comparison of the number of deaths 
in 1950 to the over-all expected deaths. 

Among the “healthier” occupations: 


chemists, teachers, most engineers, 
doctors, social workers, agricultural 
workers, government officials, mail 
carriers, workers in manufacturing 


fields, carpenters and cabinet makers, 
airplane and automobile mechanics, 
tool and diemakers, welders, private 
household workers and apparel work- 
ers. 

Among the occupations where the 
mortality ratio was “average”’—an in- 
dication of working conditions of av- 
erage health—were accountants, art- 
ists, authors, editors and reporters, 
medical and dental technicians, book- 
keepers, insurance agents and brokers, 
blacksmiths, compositors and typeset- 
ters, locomotive engineers and fire- 
men, plumbers, sawmill workers, 
and leather goods workers. 

These occupations were among those 
found to have a high mortality ratio: 
musicians and music teachers, real 
estate agents and brokers, bakers, ma- 
chinists, construction painters, shoe 
repairmen, structural metal workers, 
tailors and furriers, laundry and dry 
cleaning workers, mine workers, taxi 
and truck drivers, workers in primary 
metal industries, barbers, janitors, 
firemen, policemen, waiters and bar- 
tenders, fishermen, longshoremen and 
non-railroad transportation workers. . 

Dr. Moriyama and Miss Guralnick 
said that the University of Chicago 
will carry out a study of occupational 
mortality using the 1960 census just 
taken and the record of persons who 
died shortly after the census date. 
Assisting in the study will be the 


National Office of Vital Statistics and 
the Bureau of the Census. 

How the new, monumental life in- 
surance study of body build and 
blood pressure is likely to influence 
applications for life insurance was de- 
scribed at the meeting by Edward A. 
Lew, actuary and statistician of Metro- 
politan Life and chairman of the com- 
mittee responsible for the massive re- 
search project. The body build portion 
of the study deals with five million 
persons with life insurance; the blood 
pressure section, four million. The en- 
tire study covers a period of 20 years. 

Mr. Lew said life insurance un- 
derwriters, who are responsible for 
issuing policies, now can look more 
favorably upon men whose weight is 
below average, on overweight’ men 
who reduce and keep their weight 
down, and on tall men who are over- 
weight. 

In comparison with earlier investi- 
gations, the new study shows substan- 
tially lower mortality for tall under- 
weights and also appreciably lower 
mortality for medium-height under- 
weights at lower ages. Among short 
men the weights associated with the 
lowest mortality are 10 to 20 pounds 
below average, while those for medi- 
um height and tall men are at least 


23 


20 pounds below average. 

Men who were initially overweight, 
and who sustained their weight reduc- 
tion, showed an immediate benefit of 
lower mortality. After about 10 years 
they tended to put on weight again, 
with an increase in mortality. Never- 
theless, the mortality of overweights 
who reduced is in general comparable 
with that of men of average weight, 
Mr. Lew said. 

Slight or moderately high blood 
pressure in people who apply for pol- 
icies, has new and serious significance 
for life insurance underwriters. 

“The high mortality among men 
with slight or moderate elevations in 
blood pressure constitutes the most 
noteworthy finding of the study,” Mr. 
Lew said. A slight elevation in blood 
pressure is a more serious impairment 
than moderate overweight alone. 

The relatively common combination 
of overweight with a slight elevation 
in blood pressure constitutes a much 
more serious impairment than has 
hitherto been supposed, he added. On 
the average, minor physical impair- 
ments increase the mortality ratios of 
both underweight and overweight 
men (more so for overweights). But 
where the minor impairment is ele- 
vated blood pressure, the mortality rate 
increases considerably. 
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Expansion program provides openings for qualified General Agents in selected areas. 
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LIFE INSURANCE 
orado + Connect 
Indiana + 
Michigan + Miss 
Pennsylvania « 
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Kentucky + Louisiana - 


One only has to read his trade journals to see that other life companies are con- 
templating and preparing to equip their field forces with a program of variable 
dollars (mutual funds) along with guaranteed dollars (life insurance contracts). 
Because we pioneered the idea several years ago we're loaded with proven sales 
material. If you want to be a modern agent and profit from our years of experience 
in this field that is new to others, write me immediately. 





Am. g. Noel, Vice President 


GENERAL AGENCIES OPEN IN Arizona + California Col- 
icut + Delaware + Florida - Georgia » Hawaii « Illinois 
Maine + Maryland - Massachusetts 
ourl » New Hampshire » New Mexico - Ohio « Oklahoma 
Tennessee » Utah + Virginia « West Virginia » D. of C 








THE 
BIG 
LIKE 
BUYER 


...and how to get to him 


He’s young. Married. Three kids. Good health. Steady 
job, average pay. There are millions of him. He’s 
the big Middle Income life insurance market. 

But he’s a tough sale for most agents. They can’t 
get to him. Mostly, they can’t afford to. 


entree to these families. An agent who’s already 

at home in their homes—and expected there. 

It takes perhaps an agent who settles an auto claim 

for one out of three of them every year, and has 
many a golden opportunity to bring up the 


Who can? What kind of agent does it take [| STATE FARM | subject of life insurance. 


to handle this man’s business? 
It takes an agent who’s already well compen- 


It takes just this kind of agent. And that 
means State Farm agents. They find it easy 


sated by selling auto and home insurance. INSURANCE Jf to call on the big life buyer. Regularly, they 


It takes an agent who already has a special 


do. And they’re thriving on it. 


State Farm Life Insurance Company 
Home Office: Bloomington, Illinois 
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